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Hoeing a Straight Row 


If you would have assurances of the 
fact that the Central Life of Illinois is 
a helpful company to men who are 
hoeing a straight row of progress you 
will find it in the success of the com- 
pany’s steadily increasing agency force 
and the persistence with which the men 
hold to their connections. 


They find the company admirably suited 
to their requirements. It furnishes them 
with clean cut policies and backs them 
generously in their work of selling on 
a permanent basis. It recognizes the 
fact that an agent’s interest lies more 
in building up a regular income from 





yearly payments than in simply working 
for first commissions. 


To help them secure this regular income 
the company bends every effort to keep 
its policyholders satisfied and apprecia- 
tive of the value of plain, nothing-but- 
insurance policies ached by a com- 
pany of undisputed integrity. 


Because its enterprising spirit is im- 
pelling the company to develop rapidly 
the vast opportunities before it, it offers 
a promising future to men who want 
to hoe a straight"row. 
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Your Plans for 
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Write us before deciding. 
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BIG BOOST GIVEN TO 
BUSINESS INSURANCE 





Changes in Federal Tax Law Are 
Expected to Make Such 
Sales Much Easier 


WILL NOT TAX PROCEEDS 


No Allowance Made, However, for De- 
duction of Premium Payments 
for Taxable Income 


A great impetus has been given to the 
sale of business insurance and 1921 will 
doubtless see the achievement of new 
records in this line, as a result of the 
recent changes in the federal taxes. The 
elimination of the tax on life insurance 
benefits will remove one of the great 
deterrent factors in the selling of this 
class of insurance. Agents will now be 
able to sell this form of protection with- 
out the prospect presenting a practically 
unanswerable objection. Although a 
considerable volume of business insur- 
ance has been written during 1921, many 


sales have been lost and the total re- 
duced as a result of this tax feature. 


Deduction of Proceeds 


The business executives can now be 
shown the full benefits of this protec- 
tion. Heretofore, it has been difficult 
to sell business insurance, as there was 
no allowance for deduction from taxable 
income of premium payments and also 
no allowance for deduction of the pro- 
ceeds to the beneficiary, It made a 
rather expensive proposition for the 
executives. The premium payments are 
still to be included in taxable income, 
but the greatest objection, that in regard 
to the proceeds of the policy, has been 
met by the tax change. It was found 
necessary by the senate committee to 
retain the provision requiring the inclu- 
sion of premium payments in the taxable 
income, because in the past, before a 
neem ruling was made to the con- 

rary, business houses took advantage 
of ability to deduct the premiums by 
purchasing high priced policies in large 
amounts. Many very short term en- 
dowment policies were purchased. It 
offered an excellent means of setting 
aside large reserves and at the same 
time reducing taxable income. The 
treasury department ruled against this 
and the same position was taken in the 
new revenue law as finally adopted. 

The removal of the income tax on the 
policy benefits, however, with the saving 
of 15 percent on that amount of income, 
will make business insurance an attrac- 
tive form of investment for the business 
organizations. Those agents who spe- 
cialize in this class of insurance will 
undoubtedly find 1922 a great year for 
their business. Many of the sales made 
this year were closed on the strength of 


this change, the agents and business 
men anticipating such improvemente. 
The salesmen have, in many cases, for- 


seen the change and thus have been 
able to sell. For some agents, sales 
were lost through their own fear of this 





CHANGE IN INTERSTATE 
REPORT JOHNSON IN CONTROL 


Medical Director of Chattanooga Com- 
pany Said to Have Purchased Ex- 
tensive Stock Holdings 


CHATTANOOGA, TENN., Dec. 

—It is understood in Chattanooga Par 
the control of the Interstate Life & 
Accident has passed to Dr. Joseph W. 
Johnson, medical director of the com- 
pany, Dr. Johnson having purchased al- 
most the entire holdings of J. W. 
Bishop, chairman of the executive com- 
mittee and F. L. Underwood, another of 
the large stockholders, who is also 
prominently identified with the banking 
business in Chattanooga. 

R. S. Watkins, formerly secretary of 
the company, and more recently comp- 
troller, resigned Dec. 1. 

Other than Mr. Watkins’ withdrawal 
there will not likely be any changes in 
the personnel of the company until the 
annual stockholders’ meeting in Febru- 
ary, nor has it been definitely stated 
that any changes will take place then, 
though there is a persistent rumor to 
the effect that Dr. Johnson, in addition 
to the post he already holds, will be- 
come vice-president and general man- 
ager of the company, after the annual 
meeting. 

Dr. Johnson occupies a prominent 
place in social and professional circles 
in East Tennessee. 

He was for a number of years medi- 
cal director of the Volunteer State Life, 
relinquishing this position to serve in 
the overseas army during the world 
war. 

He sold 
stock in the 
year ago. 


his extensive holdings of 
Volunteer State about a 








tax matter, the prospect knowing little 
about it. The agents lost the force of 
their appeal when they realized the 
handicap. 

Now, with the improvement in force, 
business insurance specialists will be 
able to make a concentrated solicitation 
and unquestionably meet with excellent 
results, 

There was also a change made in the 
taxation of income from Liberty Bonds, 
business houses now being exempt from 
paying taxes on this interest. This may 
appeal to business houses as the best 
way to invest surplus, but it will prob- 
ably have little effect upon the sale of 
life policies, as the sole feature of busi- 
ness insurance is that of protection. The 
idea of protection would have nothing 
to do with the surplus and should not 
be affected by this change. 


Passes the $50,000,000 Mark 


On Dec. 8, the total paid-for insur- 
ance in force on the books of the West- 
ern States Life of San Francisco, passed 
$50,000,000. The company has been 
making very substantial progress. 


Sam Swanson, assistant counsel of the 
Northwestern Mutual Life of Milwaukee, 
on Thursday addressed members of the 
Kiwanis club at Kenosha, Wis., on “Tax- 
ation Problems.” 


| MEN ADVANCED 


METROPOLITAN PROMOTIONS 


J. V. Barry and Ernest H. Wilkes Have 
Been Elected Fourth Vice-Presi- 
dents—Others Advanced 


The Metropolitan Life announces 
that Assistant Secretary James Victor 
Barry and Assistant Secretary Ernest 


I’, Wilkes, manager of the Pacific Coast 
head office, have been appointed fourth 
vice-presidents. George Doyon, for- 
merly manager of the Hull, Quebec, dis- 
trict has been appointed superintendent 
of agents, succeeding Harry Kay, 
who-resigned because of his health. 
Barry Is Well Known 


Mr. Barry is known from one end of 
the country to another as he was prom- 
inent in the Insurance Commissioners 
Convention and through his connection 
with the Metropolitan Life has fre- 
quently been called upon to address 
various insurance gatherings. 

President Haley Fiske states that Mr. 


Kay, after taking a rest will become 
manager of a district in the United 
States. Mr. Doyon entered the service 


of the Metropolitan in the Ottawa dis- 
trict office in 1913. He later became 
cashier and then went into the field. 
After he had been in field work for a 
year he became general deputy and 
then was made deputy superintendent 
in Ottawa and then manager of the 
Hull, Quebec, district. 
Wilkes’ Good Record 


Mr. Wilkes, prior to his appointment 
as an assistant secretary and manager 
of the Pacific Coast branch’ office of 
the Metropolitan Life, nearly a year 
ago, was for long one of the most "effi- 
cient field superintendents in the serv- 
ice of the company. He covered for a 


time what is known as the “Great 
Western” territory, embracing Illinois, 
Michigan, Wisconsin and Minnesota, 


and to such result that his selection as 
manager of the important Pacific Coast 
branch followed. His further elevation 
to a vice-presidency best evidences the 
character of his work in the past twelve 
months. 





Wants Receiver Appointed 


Attorney General Brundage of 
| nois has asked for a receiver for 
Commonwealth Life of Chicago, an as- 
sessment concern with offices at 431 
South Dearborn street. In the petition 
it is stated that the company has as- 
sets of only $15, and liabilities of $2,225. 
The Commonwealth Life was organized 
in 1914 and during this year .was 
merged with the Chicago Mutual Cas- 
ualty. D. J. Buhler is president of the 
Chicago Mutual Casualty; David Adler, 
vice-president, and N. H. Ernst, secre- 
tary. The other directors are B. Creides 
and G. Feinstein. 


Illi- 
the 








Mutual Life’s New Business 


Second Vice-President George  T. 
Dexter of the Mutual Life states that 
the company’s new business for 1921 
will be somewhat more than 75 percent 
of the 1920 writings. Last year was a 
phenomenal year. Mr. Dexter says that 
the outlook for 1922 is promising. 





‘was oversold on 








CITY BUSINESS NOW 
EASIER TO PROCURE 


Companies Find Country Districts 
Are Depressed and Pro- 
duction Is Less 


BRIGHTER VIEW FOR 1922 


Many Life Agents Have Leit the Busi- 
ness Seeking Avenues They Think 
More Remunerative 


Just at the those life 


companies that have first-class city pro- 
ducing plants have an advantage. The 
country business is pretty much flat- 
tened out. Where general agents or 
sub-agents are very resourceful, they 
are writing business even in the agricul- 
tural sections at a satisfactory gait. As 
a whole, however, it may be said that 
the city business offers far more at- 
tractions today than the country. For 
this reason, the smaller companies that 
have relied entirely on the country are 
looking fondly toward the cities and are 
endeavoring to start operations therein. 
The country districts for the last three 
years have been excellent feeding 
grounds for life agents. The farmers 
have had money and they were willing 
to spend it. It is difficult now to finance 
a farmer over the hard times because 
he has so many obligations to meet. He 
insurance and where 
he could afford to pay for $15,000 a year 
or so ago, he is pinched now to pay for 
$1,000 or $2,000. 


Lapse Ratio Is Heavy 


present time 


The lapse ratio has been very heavy 
in the country. Premium notes are 
difficult to collect. Both companies and 
agents are using every possible means 
to tide the farmer over, but where he 
has no equity in his policy, it is almost 
impossible to do anything, as the banks 
are loaded up now with farmers’ paper. 
Farmers have cashed in many of their 
policies or taken loans, which means, 
of course, that ultimately this business 
will go off the books. Banks have en- 
couraged the farmers to borrow on their 
policies. 

Look for Brighter Skies 
The 


feeling exists among agency 


managers that 1922 will be far more 
satisfactory than this year. The bot- 
tom certainly has been reached. The 


slump struck the country a year ago in 
October, so that business that is now 
being put on the books is sold to stay. 
People who are buying it today, whether 
they live in the city or country, can 
afford to do so and are purchasing it 
with a serious purpose. The water has 
been wrung out of the market. The 
agents today are selling just about 
what the traffic will bear and no more. 
The lapse ratio undoubtedly will not be 
nearly so high in 1922. It has been ter- 
rific this year, especially in sections 
that are in financial shadow. 

The general feeling is that companies 
will not make much of a gain in insur- 
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ance in force this year because of the 
high lapse ratio and the surrenders. 
Notwithstanding this, almost all com- 
panies will show an increase in surplus, 
because they have not been called upon 
to finance such large amounts of new 
business. They are getting the benefit 
of the large business written during 
1919 and 1920. An agent that is pro- 
ducing business now is building on solid 
ground. 

During the last few weeks financial 
brokerage houses of the better class 


find that the market is very active. In} 


some cities as soon as good issues are 
received, they are sold. In fact, the 
salesmen have not been able to get 
enough of the right kind of stuff to sat- 
isfy their customers. This is a decid- 
edly good omen. It shows that money 
is to be had. The efficient, conscien- 
tious, alert, active men have not lost 
their jobs. They constitute, after all, 
the best prospects for life insurance. 
The cities are not in bad shape. There 
is business to be had in them. Restau- 
rants, theatres, motion picture houses 
and other places of amusement are 
crowded. Thousands and thousands of 
automobiles that are constantly in the 
streets and good roads testify to the 
fact that people have money to buy 
gasoline. 
Some Agents Leave the Business 


Undoubtedly a number of life agents 
are leaving the business. They have 
become discouraged and are casting 
about for a place to light. There is not 
much shifting of agents from one com- 
pany to another. Those who have been 
order takers and got into the business 
during the palmy days are now finding 
it hard sledding and are looking over 
the field for another line of work. In 
other words, they have “gone dead.” 
General agents say they will have a lot 
of underbrush to cut out this year. On 
the other hand, there is an opportunity 
for general agents to get high-grade 
salesmen in other lines where the mar- 
ket is dull. Those who are up on their 
toes and are looking about for material 
to brace up their agency organization 
are getting some splendid material. 
These men are being carefully trained 
to be full time solicitors. Many of the 
companies will be forced to increase 
their agency organization next year. 
That will be one means of getting busi- 
ness. The tendency of the day is to 
select more carefully the men who are 
entering the business and then give 
them more time in the training process. 
General agents find that it does not pay 
to put on a number of men and send 
them out with the rate book with inade- 
quate schooling and expect them to 
make a success. More careful selec- 
tion and more adequate training un- 
doubtedly will result in a better and 
larger business. That is the slogan of 
most general agencies at this time. 


Point in Contested Case 


A contested life insurance payment 
case comes up in the Cincinnati courts 
Jan, 16, involving the point as to when 
a life insurance contract becomes ef- 
fective. Decision in the case will de- 
pend upon whether or not the assured’s 
heirs can show that the medical exam- 
iner is a representative of the company 
in the case, beyond the time when the 
original examination takes place. In 
this case, an application was sent in, 
it was approved by the home office and 
the policy sent back for delivery, but 
before the policy was delivered the 
assured became very ill. He died dur- 
ing this illness before delivery of the 
policy. The company’s examiner was 
a personal friend of the assured and 
was acquainted with the change in his 
physical condition, which took place 
between the time the application was 
signed and the application was ap- 
proved. The contention of the assured’s 
heirs is that the company’s examiner 
was on the case until the application 
was finally rejected or approved, in 
this case approved, as the company 
might have called for a special exami- 
nation on one or more particular points 
regarding the applicant’s health, 


LIFE INSURANCE AND BANK PLAN 


Some of the Chief Features Brought Out in Connection 
With the Grizzard Insurance Plan 


BY JAMES A. GRIZZARD 


S A member of the Columbus, O., 
Life Underwriters’ Association, I 
have just received a copy of reso- 
lutions adopted by that body, setting 
forth its disapproval of the combina- 
tion life insurance and savings account 
ieda now being experimented with in 
different forms throughout the country. 
‘It follows closely, as announced, the 
‘resolutions adopted by the Cleveland as- 
sociation, copies of both being sent 
broadcast to life insurance interests. 
For several years I have been suc- 
cessfully conducting an organization 
selling old-line legal reserve life insur- 
ance in large volume in Columbus, op- 
erating under the plan of the Grizzard 
Insurance Savings System, using one 
of the large banks as depository. Sev- 
eral months ago I invaded Cleveland 
with even more pronounced success. I 
have been informed that my progressive 
operations led to a discussion of the 
general subject by the Cleveland asso- 
ciation, which resulted in the adoption 
of sweeping resolutions condemning the 
whole idea of combining life insurance 
and banking, without specific refer- 
ences. 


{ 

Y SYSTEM, though seemingly 
similar in principle and name to 

the plans attacked, is distinctly original 
and totally different in detail of op- 

















JAMES A. GRIZZARD 


that the banks are 
traveling today in the promotion of 
insured savings accounts. Through 
some bitter and disappointing experi- 


very same path 











James A. Grizzard has attracted wide attention by his life insurance work 


in Ohio. 


He started his insurance savings plan in connection with his agency 


at Columbus, O., using the Ohio National Bank as depository. Some five 
months ago, he opened a Cleveland office and is conducting the savings plan 


on a much larger scale there. 
Wrigley building. 


Mr. Grizzard also has a Chicago office in the 
Inasmuch as he originated his special plan of savings in 


connection with life insurance and the practice of paying the premiums at a 
bank, his comment on the savings bank-life insurance controversy will be read 


with interest. 








eration. Under the circumstances, I 
therefore feel it my duty to explain 
some of the major points of my system 
that it may be excluded, in the minds 
of those interested, from the thing the 
associations are justly aiming at in their 
resolutions. 

Back in 1916, I believe, my brother 
and I held an exhibit of the Grizzard 
“Insurance Savings Club” at the Hotel 
Grunewald in New Orleans during the 
convention of the National Association 
of Life Underwriters held there. At 
great expense (for our pocket books 
at that time) we brought the idea to 
the attention of the insurance men at- 
tending. To some it was interesting 
and created favorable comment, but to 
the majority it evoked nothing more 
than a passing glance, a question or 
two, or a smile. The exhibit was at- 
tractive and as unique as the idea. But 
whether it was our fault or theirs, those 
attending failed to grasp the “big 
picture.” 


] HAD previously been in the general 
advertising business, paying particu- 
lar attention to efficiency sales methods, 
and believing I had discovered in this 
plan an idea of great import and possi- 
bilities, if correctly harnessed, presented 
it to the accredited life underwriters 
because of my inexperience in the field 
of life insurance and in order that its 
development might be controlled by 
and confined to the life insurance fra- 
ternity. My brother was discouraged 
at the cool reception and retired. The 
proposition was a side issue to him, but 
I had tackled it with the determined 
intention to see it through. 

I then took the matter up with the 





banks and for some time traversed the 





ences, I proved the present general 
plan of operation just referred to a 
decided mistake. There is no ques- 
tion but that the plan of a bank itself 
selling life insurance is all wrong. No 
national bank can do it, that is, in the 
municipalities above 5,000 inhabitants. 
Therefore, I do not view the recent 
excitement so seriously. I regard the 
movement more as a temporary “stunt,” 
lacking in fundamental capacity and 
completeness. From my _ experience, 
having found that insurance should be 
written by insurance men, I am of the 
opinion that it will fail and fall by its 
own weight of inconsistency. 


BELIEVE that the evolution of the 

idea finds its best expression in real 
service today in the Grizzard Insurance 
Savings System, the result of years of 
careful experimentation and experience. 

The system is sponsored by our or- 
ganization, the bank merely performing 
its customary and legitimate function 
as depository. Through a carefully de- 
veloped financial credit standing of prac- 
tically unlimtied scope, we are enabled 
to render an unusual financial service 
to the insuring public—a service never 
before extended. We, therefore, fill a 
unique and needed position in the in- 
surance world, thus creating and sus- 
itaining policies that otherwise would 
not be written as well as aiding business 
interests in their insurance programs. 

Under my system, life insurance is 
primary; the savings account, incidental, 
or rather, consequential, although we 
very strongly emphasize the savings 
feature of old-line insurance. We 
underwrite any form of policy for any 
amount. We sell practically no term in- 
surance, have a high average policy and 





a low lapse ratio, the latter being the 
result of a closely applied cultivation, 
credit and collection system. 


UR representatives are carefully 
./ chosen from the ranks of other 
lines and thoroughly trained in the 
ethics and technique of the life insur- 
ance profession. Our teaching com- 
prises the theory of life insurance; its 
technical terms; company comparisons, 
such as rates, policy provisions, etc., 
uses of life insurance to individuals and 
business interests, and _ the proper 
method of approach and ethical con- 
duct. Thus we are bringing constantly 
new energies and forces into the profes- 
sion of life insurance and therefore our 
policyholders under this system receive 
a service second to none. 

In order to effectively present this 
system to a community and make the 
enterprise profitable as a_ business 
project, so essential to its continuity and 
permanence, it is absolutely necessary 
for us to popularize life insurance. To 
this end we maintain a comprehensive 
dignified and continuous advertising 
campaign which, because of its educa- 
tional features and persistecy directly 
advances the cause of life insurance 
and indirectly helps every life insur- 
ance company, agency and agent com- 
ing under its influence. 

Therefore, I feel that when my sts- 
tem and method of operations i fully 
understood and appreciated it will be 
commended by the entire life insurance 
fraternty. 


REACHES A MILLION A MONTH 








James A. Grizzard Has Organized a 
Producing Force of 45 Men at 
His Cleveland Office 





CLEVELAND, O., Dec. 20.—James 

A. Grizzard, who is head of the Grizzard 
Insurance System, has made a remark- 
able record in selling life insurance 
since he opened an office in Cleveland. 
In four months’ time his organization 
has sold about $4,000,000 of insurance. 
His office is on a million-a-month pro- 
ducing basis. Mr. Grizzard has 45 full 
time men working in the Cleveland of- 
fice in charge of Sales Manager L. B. 
Cole. He also operates at Columbus, 
O., his organization writing about $200,- 
000 a month there. ; 
_ Mr. Grizzard states that he has found 
it undesirable to use part-time men or 
to employ agents that have been in the 
life insurance business. His salesmen 
are recruited from other lines of busi- 
ness. They are taught the fundamen- 
tals from the start. Mr. Grizzard thus 
is able to have the men trained along 
his own lines. He has mapped out a 
definite selling program. He requires 
all his men to report at a certain time 
in the morning when an inspirational 
or educational talk is given before they 
start out for the day. In Cleveland he 
uses the Brotherhood Locomotive En- 
gineers Cooperative National Bank as 
the depository. People pay their pre- 
miums at the bank. It acts as the col- 
lector. Premiums can be paid on the 
monthly plan or any other that is con- 
venient to the policyholder. The bank 
has no other connection with the 
agency. Mr. Grizzard says that life 
insurance men alone should sell life in- 
surance. He does not believe in em- 
ployes of a bank selling insurance nor 
does he believe in a bank having an 
insurance agency. 





Judgment in Disappearance Case 


At Bedford, Ind., judgment for $4,000 
was given against the Prudential in a 
disappearance case. Wilburt G. Oldham, 
a _ merchant at Mitchell, Ind., went to 
Cincinnati in August, 1914, to visit 
wholesale houses. He had a large sum 
of money vith him and has not been 
heard from since. His wife later se- 
cured a divorce and married again. Re- 
cently she brought suit to recover under 
a $5,000 policy carried by Oldham on 
the cround that he was dead, at least 
legally. 
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TRIBUTE PAID AGENTS 
BY ST. LOUIS BANKER 


Life Insurance Salesmen Are the 
Missionaries of Saving and 


Thrift 
ALL BANKS SHOULD ASSIST 


President Byron W. Moser of Security 
National Bank Savings and 
Trust Co. Makes Address 


Byron W. Moser, president of the 
Security-National Bank Savings & 
Trust Co. of St. Louis, paid a notable 
tribute to life insurance salesmen in 
his talk last week before the home of- 
fice agency of the Missouri State Life. 
He said: 

“Why is the banker so anxious to 
co-operate with you life insurance 
men? Why should we not co-operate 
to the fullest extent with you men who 
have worked through discouragements? 
You men who have overcome the pop- 
ular prejudice in years past against 
the ‘insurance agent.’ 

You men who have gone out into the 
highways and byways and almost com- 
pelled men to protect their families. 

“You men who have sat far into the 
night in humble homes to persuade 
fathers and mothers to save money and 
insure their lives in order that their 
little children might be assured an ed- 
ucation and a fair start in life. 

“You men who actively preached the 
gospel of thrift and saving fifty years 
ago. 

“You men who went out to the peo- 
ple as missionaries and carried the mes- 
sage to the very hearthstone of the 
American home—the mesage of thrift 
and the message of love in action. 

“You men who have succeeded so 
wonderfully in converting spendthrift 
America to a considerable extent. 


Bankers Have Not Been Active 


“Why should we not co-operate with 
you men, for while you have been in 
the past generations spreading this gos- 
pel of saving and thrift until recently 
the banker has been sitting back on 
his dignity and waiting for the people 
to come to him. It is only of later 
years that the banker has even been 
advertising to any extent. 

“Now is it right that bankers should 
co-operate with the insurance men, who 
have done so much to educate the peo- 
ple to thrift and financial independence? 

“When possible, bankers should go 
out of their way to help the insurance 
agent who has done so much to build 
up the community in a substantial way. 


Points in the Address 


Some of the points brought out in 
his address follow: 

“An insurance salesman’s duty is not 
ended when he sells a policy. Service 
to the beneficiary is all-important, even 
more important than the original sale. 
Vhy? Because in many cases where 
the agent delivers a check to a wid- 
Ow ior a lump sum, say $10,000.00, the 
very first thing that happens is that 
some so-called friend of the family or 
a smooth stock salesman convinces the 
widow that she should invest the money 
immediately in something that will give 
er enough to live on. They will show 
her that six percent on $10,000.00 is 
only $600.00 a year, or $50.00 per month, 
less than enough to pay rent in most 
cases. 

y “Then they will show her how easy 
it 1s to double her money by buying a 
certain investment which is absolutely 
safe, as they express it. The widow, 
in her time of trouble, welcomes sym- 


| 





|'GREENWOOD PRESIDENT 


GREAT SOUTHERN’S ACTION 





Formal Action Taken in Reorganization 
of Texas Company Following 
Change in Control 





DALLAS, TEX., Dec. 20. — At a 
meeting of the board of directors of the 
Great Southern Life this week the resig- 
nations of J. S. Rice as chairman of the 
board and of O. S. Carlton, president of 
the company, were presented and ac- 
cepted. E. P. Greenwood of Dallas, 
vice-president of the Great Southern, 
was elected president and will take ac- 
tive charge of the affairs of the com- 
pany immediately. 

The meeting of the directors was held 
at the company’s offices in Houston. 
The changes in the official family were 
the first steps toward moving the com- 
pany to Dallas. Mr. Greenwood and 
seven other Dallas business men ac- 
quired the controlling interest in the 
company for a consideration of more 
than $1,000,000 a few weeks ago. [It is 
understood the offices will be in Dallas 
by the first of the year and that the 
other departments will follow immedi- 
ately thereafter. The Great Southern, 
it is said, will keep offices in Houston 
and continue to go after the business in 
South Texas and Louisiana. 

There have been no new developments 
in the matter of a home for the com- 
pany when it moves here. It is under- 
stood that the company for the present 
will be housed in the quarters now occu- 
pied by the North Texas offices here. 
That these offices will be insufficient to 
accommodate all the business of the 
company is certain. 








pathy and advice, and the result so often 
is that she follows the advice given, 
makes a so-called safe investment, and 
not only loses the income she needs so 
badly, but in many cases every dollar 
of the principal is wiped out. Of course, 
the next step for her is to seek a po- 
sition or to go back vo her family if 
fortunate enough to have one. 

You insurance men, if you do your 
duty, can stop a large proportion of 
these losses. First, by writing monthly 
income insurance—second, by warning 
the beneficiary, as suggested, to con- 
sult her banker. If she has no banker, 
introduce her to one. 

Mr. Moser stated he carried all his 
own insurance on monthly income 
plan. 

Golden Opportunity Is Open 


“Only seven per cent of the eco- 
nomic value of human life is covered 
by insurance. This mtans that 93% 
of the field is still open for you men. 
Statistics show that men and women 
in every state lose millions of dollars 
annually through the purchase of worth- 
less securities. 

“Insurance men as well as bankers 
owe the community a service in this 
connection. They should not only be 
willing, as they are, to advise with 
their patrons, but they should make 
every possible effort to prevent the 
enormous losses that now take place. 
Persistent publicity will put a stop to 
the fake promoter and the losses that 
necessarily follow will be stopped. The 
newspapers are performing a civic duty 
by warning the public to buy safe se- 
curities. 


Result Will Be Increased Business 


“The net result to the insurance men 
as well as the bankers will be increased 
business, and the community will profit 
materially because of the money being 
used along productive lines. Much 
more insurance can be written if a stop 
is put to the enormous losses caused 
by the purchase of worthless securities. 
An immediate reduction in these losses 
will take place if the people will consult 
either the banker or the insurance men 

(CONTINUED ON PAGE 15) 





MANAGER IS APPOINTED 


MACALLISTER SUCCEEDS LACY 





Knoxville, Tenn., Man Becomes Agency 
Manager of Shenandoah Life 
of Roanoke, Va. 





Walter F. Macallister has been ap- 
pointed agency manager of the Shenan- 
doah Life of Roanoke, Va., succeed- 
ing O. J. Lacy, who recently resigned to 
become second vice-president and 
agency manager of the Minnesota Mu- 
tual Life. For the past two and a half 
years Mr. Macallister has been man- 
ager of the life department of the Trav- 
elers at Knoxville, Tenn. Prior to that 
time he was an agency supervisor with 
the L. A. Cerf General Agency of the 
Mutual Benefit of New York City. Mr. 
Macallister has demonstrated his ability 
as a trainer and stimulator of agents. 
He is an excellent personal producer, 
has had an extended experience in life 
insurance work, and is_ splendidly 
equipped for his new position. 

Mr. Macallister started life insurance 
work as an agent for the Mutual Benefit 
in New York City in 1913. One year 
later he was promoted to the position 
of supervisor. He was then made as- 
sistant manager of the Brooklyn, New 
York, branch office of the Mutual Ben- 
efit. In 1916 he joined the Sohmer & 
Harris general agency of the Equitable 
Life of New York in New York City. 
In 1919 he was made field manager of 
the life and accident department of J. E. 
Lutz & Co. of Knoxville, Tenn., district 
agents of the Travelers. Mr. Macal- 
lister leaves this position to go with the 
Shenandoah Life. 


STATE FUND HELD INSOLVENT 


Minnesota Is Able to Pay Teachers 
Only One-Third of Amount Due 
Under Pension Plan 


That the State Teachers Insurance 
and Retirement Fund of Minnesota is 
not more than 55 per cent solvent, and 
that if collections are made on the 
present basis there will not be more 
than one-third enough funds to pay 
the maximum benefit allowed under 
the law, is the statement made by E. 
C. Critchett of St. Paul, secretary of 
the fund. This year only 60 per cent 
of the benefits allowed was paid to 
the 400 teachers receiving benefits from 
the fund and in former years the rates 
have never been more than 80 per cent. 

R. V. Mothersill, well known actuary, 


who is now secretary of the Min- 
nesota Workmen’s compensation 
board, recently made an examination 


of the affairs of the fund, on which 
the secretary’s statement was based. 
Mr. Mothersill was instructed to make 
a further investigation and to submit 
recommendations for putting the fund 
on a sound actuarial basis. Legislation 
to that end will be fought at the next 
session of the legislature. 


Bankers Gets New Building Site 
The Bankers Life of Des Moines, 


which some years ago purchased a site 
on Fifth street north of Chestnut in 
Des Moines for a new home office struc- 
ture, will build elsewhere. The site on 
Fifth street was sold this week to the 
Midwest Securities Company for $125,- 
000. The Bankers has secured a down- 
town site, it was stated. 


Public Life’s Dividend 


The stockholders of the Public Life 
of Chicago have approved the proposal 
of the board to declare a stock divi- 
dend of $300,000 out of surplus. Its 
paid in capital is now $200,000 and the 
surplus $684,000. The Public Life will 
start to write accident and health in- 
surance early next year. 





CALLS MANY TRAINING 
COURSES UNPRACTICAL 


Life Official Says New Agents Are 
Given Overdoses of Higher 
Education 


SCHEMES TOO ELABORATE 


Getting Away 
From Use of Fundamental Argu- 
ments for Life Insurance 


Declares Agents Are 


An official of one of the successful 
middle western companies takes the 
position that life insurance agency 
managers generally are going too far 
in the way of providing new men with 
specialized training and information. 
He says that a number of life com- 
panies have evolved elaborate training 
programs for their new men. These 
companies make it incumbent upon the 
life insurance recruit to pass a rigid 
examination, to be familiar with all the 
ramifications of the life insurance busi- 
ness, and to know almost as much about 
the various phases of life insurance as 
an actuary. This western official con- 
tends that life companies are leaning 
backwards, so far as higher education 
for new life insurance men is concerned. 
He declares that it is time to call a halt 
and get back to fundamentals in equip- 
ping new agents. 


Advocates Simpler Training Plans 


Commenting in this vein, he says: 
“Almost every place you look you can 
see where companies are going further 
and further in the establishment of diffi- 
cult courses of training for their new 
agents. Instead of telling the man who 
wants to go into the life insurance busi- 
ness in a simple way what the real 
needs for life insurance are, a great 
many companies are spending hours in 
discussing life insurance programs, the 
approach, the close, the psychological 
moment, and all the rest of it. A sales- 
man is told very positively that he can 
ruin the case entirely by attempting to 
press for a decision at the wrong mo- 
ment. He is made to believe that he 
can upset the entire deal by not develop- 
ing his case along scientific lines, and 
asking for the signature at just the 
right time. He is made to feel, as a 
result of his training, that he must in 
his selling work proceed along well 
defined lines, and recognize the prin- 
ciples of salesmanship that have been 
worked out by these professors of 
psychology of whom we are hearing so 
much nowadays. 


“This Is All Bunk” 


“Plainly and bluntly speaking, this is 
all bunk. It is the veriest rot. If a 
man is married and carries no life in- 
surance or only a little life insurance, 
he is a prospect. He can be sold life 
insurance by the agent who is able to 
give only the simplest kind of a talk. 
With such a prospect there is no need 
for considering the psychological mo- 
ment, or the exact method of approach, 
or anything of the kind. A prospect of 
that kind needs to be told that he needs 
life insurance and why he needs it. He 
can be told this on the street corner, 
in his office, on the street car or any 
place else. It is the plain truth, and 
something that the prospect as well as 
the agent can easily recognize. 


Agent Feels Cheated 


“We find these eminent doctors of 
psychology laboriously telling life in- 
surance men how they must work out 
their sales ideas. New agents are being 
told that i§ they conduct themselves 
scientifically in their selling work, re- 
sults will be sure and certain. Many 
of these learned professors have decided 
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just how a prospect will receive the 
agent, if the agent will follow a definite K 
line of attack. The attempt is being 
made to convince life insurance sty. 
dents that if they follow closely their RE 
course of training the public will re- 
ceive them as it would bankers, financial] 
counsellors or others of similar calling. 
The new agent is made to believe that De 
if he presents a carefully worked out 
selling program to a prospect that pros- 
pect will be so pleased, gratified, and 
overjoyed that he will, in addition to 
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other things, jump up and kiss the . 
agent. When an agent has been made 2 
to feel that he is going to be enthusi- bal 
astically received, if he only presents ant 
his subject in the right kind of way, the 
he is stunned and shocked when the tzu 
door is slammed in his face, when he lea 
is curtly told that the prospect is not wh 
interested, and when he receives ten the 
9 turn downs in a row. He begins to ag 
| believe that has has been cheated, that an 
ma he has been misinformed and that he de 
+e has been tricked into taking up life in- ; 
surance work. He becomes quickly dig 
despondent and discouraged. He feels les 
that he does not fit into this life insur- the 
ance business the way he should, and do 
he soon drops out. ing 
No “Easy Money” * 
rd o > “What is accomplished by this kind an 
Merry indeed is the Christmas time of training? 1 am thoroughly convinced 
d that this sort of thing is getting us no 
for all the glad souls who have foun place. We are spoiling more good men é 
> og we are making. We are putting an 
v7 Ms the life insurance business on too high an 
their happiness through the past year a plane. After all, all we have to offer ba 
x im ° to any man is an opportunity to make an 
in the blessings of service. money, and good money, if he will om 
work. But he will have to work above sa 
everything else. He will get lots of TI 
s ; turndowns. He will find that a great ba 
~ many people are prejudiced against life is 
For them the joy bells chime In a insurance men, do not want life insur- loc 
b ance, and will not give a life insurance to 
cadence sweet that echoes the beauty man’a decent hearing. To the man who 
has persistency, ability and a willing- wl 
™ ness to work, we can offer fine oppor- pr 
of the song which once rang over the tunities in the life insurance business. pr 
. Such a man can make plenty of money ac 
hills of Bethlehem. with us. But he will have to hustle for to 
all he gets. He will have to make a lot , 
of calls, and he will have to understand a 
" . from the very outset that he is going in 
to close only a small percentage of the su 
May every life underwriter, every people that he calls on. He should be fre 
° h made to understand that life insurance ac 
Home Office co-worker, and the usta poabadion, aol Gee i que - 
- ‘ into life insurance work he is aooeanns Al 
_ only a salesman, and not a defender of wl 
officials of every life insurance com- the public morals, a financial counsellor th 
- or anything of the sort. He is a plain gc 
pany have earned the exultation of salesman of a thing for which there is 
z z . . ‘ a great and universal need. 
being atune with humanity’s cheering saciagy eahgedts Tatts of Gascon ‘ 
l ° f Ne .->e in ae quantities is a 
: sold by the men who make a large co 
accialm O number of calls daily. Boiled down, su 


that is all there is to it. The agent who er 
will call on the largest possible number bt 


46 , 9? of prospects each day will close the Ww; 
Herr C ristmas biggest proportion of business. This is pat 
true because the agent who seeks out 


an 

many prospects strikes an average in se 

his work. He finds many who are not sit 
interested, who cannot afford to buy, 

who cannot be made to buy, but he also te 

uncovers the greatest number of pros- ar 

pects who need what he has, and can pr 

be made to take it. The people who dc 

need life insurance can be found only ki 

e 7 . by going out after them. When they th 

I he ‘ incoln National | ife are finally located, it is not necessary me 
to deluge them with floods of oratory 


in order to get their signature on the = 
Insurance Com an \ dotted line. In simple, plain, convinc- dj 

. ing language, the agent can show a be 
why they need life msurance, why 't ‘ 
“Its Name Indicates Its Character” is their plain duty to carry it, and about ; 
how much they ought to have. The 


Lincoln Life Building, Fort Waye, Indiana South in, the ceeee Gate. tak need 12 P 


know in advance how old the prospect 
is, how many dependents he has, what le 





F. his income is or anything else. His of 
7 e time should be spent in calling on pros- h 
Now More Than $195,000,000 in Fore sane Seen ee ee Wo See ee See h 
preparing elaborate tables and charts to I 
be presented to prospects. If more com- D: 
panies will get back to this basis of tt 





working they will have bigger results. 
will have better satisfied agents, an 
will develop more rapidly and perma- fs 
nently.” e1 
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KEEP LINES SEPARATE 
REESE OPPOSES BANK PLAN 


Detroit Man Regards Combination of 
Banking and Insurance as 
Dangerous to Both 


DETROIT, MICH., Dec. 20.—For the 
banks to go into the insurance business 
and for the insurance companies to enter 
the savings account business is demoral- 
izing the proper functions of both and 
leading them into dangerous fields 
where they really have no business, is 
the opinion of Nathaniel Reese, general 
agent of the Provident Life & Trust Co., 
and ex-president of the Detroit Life Un- 
derwriters’ Association. 

“The combination is really beneath the 
dignity of the institutions concerned un- 
less they are seeking a petty business of 
the five-and-ten-cent store variety. It 
does not comport with the high stand- 
ing of banking and it certainly does not 
harmonize with the ethics of the profes- 
sion of the great business of life insur- 
ance,” he said. 


Called “Gold Brick” for Bank 


“The promoters of this savings bank 
and insurance plan first go to the bank 
and show, or attempt to show, the 
banker that through this life insurance 
and savings plan, they, the bankers, can 
make millions or at least expand their 
savings accounts into those figures. 
They trade upon the credulity of the 
bankers to the extent that the promoter 
is able to sell him something which 
looks like the old-fashioned ‘gold-brick’ 
to those who have analyzed it. 

“The banker nibbles at the profit 
which he sees in sight but which, in all 
probability, will fade away when the 
promoter salesman leaves the scene of 
activity, and is busy selling the scheme 
to some other unsuspecting bank-man. 

“It is claimed that the bank will make 
a profit of $113.07 on the ten-year sav- 
ings account and, of course, the life in- 
surance company expects some profit 
from the life insurance part of the trans- 
action, although if all this money were 
placed in the hands of 97 percent of the 
American life insurance companies 
which are conducting their business on 
the mutual plan, all of this profit would 
go to the policyholders. 


What If Bank Fails? 


“It might be true that some small 
banks have taken up the plan, but when 
a bank is small and struggling for ac- 
counts it might be induced to enter some 
such scheme with a view to getting 
enough depositors to make a showing— 
but here is where the disappointment 
will come—bank savings and life insur- 
ance will not mix, as mutual life insur- 
ance and banking are two entirely 
separate institutions and should be con- 
sidered as such. 

“Suppose some bank did adopt this 
ten-year savings account insurance plan 
and failed! What would become of the 
Promises to the insured? And banks 
do fail, too, quite a few of them, but the 
kind that fail are the ones that waste 
their money on uncertain schemes such 
as this one. 

“Again, the laws of many states pro- 
vide that no one shall aid in transacting, 
directly or indirectly, any business in 
behalf of any insurance company until 
he shall have procured a license from 
the insurance commissioner. If this 
plan of bank savings and insurance is 
carried out, will the officers of reputable 
it€ insurance companies wink at this 
law and permit anyone in a bank or 
othe r places to sell insurance? I think 
here is where the full time life insurance 
man will step in and assert his rights. 
I predict that any life insurance com- 
pany that persists in pushing forward 
the insurance and savings bank plan is 
headed straight for trouble. 

-ife insurance cannot be sold over a 
counter like soap or pickles. It is an 
enormous business and every effort has 
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-been made to place it on a high plane, at 


the same time giving ample security to 
the insured. All the states are working 
to protect the Insured just as they pro- 
tect a deposit in the banks. 

“There is no place in the life insur- 
ance field for the Wallingfords or the 
Ponzis and in the last analysis the 
freight has to be paid by those least 
able to pay it, and that is the man or the 
woman who is depending upon his or 
her insurance policy to take care of the 
beneficiaries at death or at the maturity 
of the policy. 

“There are several life insurance com- 
panies which issue policies on a ten- 
year endowment plan on the non-parti- 
cipating basis at a lower rate than that 
offered by the plan which is causing so 
much commotion. 

Insurance Carried for Protection 


“The up-to-date and well informed in- 
surance agent does not advise the aver- 
age person to take ten-year endowment 
policies. He is more apt to recommend 
$4,000 or $5,000 long term endowment, 
ordinary life or 20-payment life in pref- 





erence to $1,000 on the ten-year endow- | TO OPEN LIFE 


ment plan. In other words, we try to 
induce the prospect to carry as much 
real insurance as he might afford so 
that his beneficiaries would be protected 
for the larger amount in the event of 
death. Insurance is carried for protec- 
tion, logically, and not for the personal 
savings over so short a period as ten 
years. 

“After having studied the plan and 
discussed it with bankers and insurance 
men I have come to the conclusion that 
it is a delusion and a snare and that it is 
unworthy the attention of real bankers 
or insurance companies. 

“In conclusion, I believe it is better 
to leave the banking business to the 
banks and the life insurance business 
to the life insurance companies.” 


Ernest de Saint-Giles, who was con- 
nected with the L. Brackett Bishop 
Agency of the Massachusetts Mutual Life 
in Chicago, died this week. He had been 
engaged in the life business in Chicago 
for 34 years. Mr. de Saint-Giles was 71 
years of age. 





DEPARTMENTS 


More Chicago Local Agencies Are 
Arranging to Write Life In- 
surance on Large Scale 


It is stated that two more of the 
largest local fire insurance agencies 
in Chicago are now planning to open 
life insurance departments. They are 
casting about for the right man and 
the right kind of a company. Critchell, 
Miller, Whitney & Barbour, Moore, 
Case, Lyman & Hubbard, Rollins-Bur- 
dick-Hunter Company, and Eldredge & 
Cleary all have life insurance depart- 
ments, they being located in the Insur- 
ance Exchange. W. A. Alexander & 
Co., Wolfle-Steffelin Company, and Lu- 
ther-Egan-Springston, Bowes-Merrick- 
Pickering Company and the Rockwood- 
Badgerow Company, all located outside 
of the Insurance Exchange, have full 
fledged life insurance departments. The 
tendency of the times in Chicago seems 
to be for the local agencies to get into 
the life insurance business. 
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DODGING INHERITANCE TAXES 


Some of the Methods That Shrewd 
Attorneys Have Devised Are Explained 








BY JOHN R. McFEE 


casually on the fact that an oc- 

casional rich man with an appear- 
ance of one possessing superior if not 
mysterious information expresses knowl- 
edge of methods of avoiding payment 
of the federal estate tax and the state 
inheritance taxes that will be chargeable 
directly or indirectly against his estate. 

It is unquestionably true that some 
eminent lawyers throughout the coun- 
try have put into operation what may 
be truly called tax dodging devices for 
avoiding inheritance taxation. It is hard 
for one familiar with the law as to taxa- 
tion generally and inheritance tax law 
particularly to justify some of these 
methods. Elihu Root, perhaps the ablest 
lawyer in the country, in an opinion 
quoted again and again by life under- 
writers, practically condemned the legal- 
ity of the tax-dodging methods grow- 
ing more and more in practice, when he 
said: “The only practical way of guard- 
ing against” inheritance taxes is “by 
means of life insurance.” 

* * * 

I am moved to consider the motive 
of these tax-dodging schemes, not only 
because I have found occasionally chal- 
lenged my repeated assertions that life 
insurance is the only sure method of 
indemnifying against the impairment 
which inheritance taxation imposes on 
property, but because of a specially ir- 
ritating challenge indirectly made in a 
crucial interview I had recently with 
a rich man who unquestionably, as I 


| HAVE several times commented 





any time created a trust, in contempla- 
tion of or intended to take effect in 
possession or enjoyment at or after his 
death (whether such transfer or trust is 
made or created before or after the 
passage of this act), except in case of a 
bona fide sale for a fair consideration in 
money or money’s worth. Any trans- 
fer of a material part of his property 
in the nature of a final disposition or 
distribution thereof, made by the dece- 
dent within two years prior to his death 
without such a consideration, shall, un- 
less shown to the contrary, be deemed 
to have been made in contemplation of 
death within the meaning of this title.” 
* * 


It is apparent from the part of the 
statute quoted that any transfer of the 
nature of a testamentary disposition, 
that is, to take effect as of the nature of 
a benefaction at the death or after the 
death of the transferrer, is subject to the 
tax, if the same be proved. The burden 
of proving this testamentary character- 
istic, if made prior to two years before 
the decedent’s death, is with the gov- 
ernment. If, however, the transfer be 
within two years of the death, it is 
presumed to be of a testamentary char- 
acter. That is the burden of proving 
it otherwise is on the claimant of the 
property. It is the lawyer’s province, 
in devising his tax-dodging method, to 
effect a transfer that shall not prima 
facie reveal testamentary character- 
istics. If this can be devised and two 





legal training. 





The subjoined contribution was written by Mr. McFee for The Na- 
tional Underwriter before he closed down his desk for the last time. Mr. 
McFee’s death is lamented by all who knew him either personally or by 
reputation. His contributions in the columns of The National Underwriter 
attracted wide attention. Mr. McFee was educated as a lawyer, practiced 
law for some time, and hence his literary productions give evidence of that 








told him, is guilty of not only bad 
business but actual gambling folly in 
declining to insure his life for half a 
million. He very quietly asked me: 
“Did you notice that Mr. Blank left 
only $50,000?” Of course, I knew that 
the person referred to, who had unex- 
pectedly died a few weeks ago, was 
reputed to be a rich man. The fact is, 
I know valuable property said to have 
been owned by him. So I replied that 
I was amazed. Then with a wink he 
said that our departed acquaintance had 
a lot of money. In other words, he was 
revealing a belief that a wise rich man 
dies now apparently poor. This led to 
his roughly outlining a corporation 
scheme which he intimated his counsel, 
one of the foremost lawyers in the 
country, had presented to him. 
s @ 6 


Some rich men call their methods 
“revocable trusts,” others holding com- 
panies to manage and take care of their 
property. So it seems apparent that the 
life underwriter who presents life insur- 
ance as effectual to provide funds to 
pay inheritance taxes—the very antith- 
esis of a method to avoid such taxes— 
should now understand and prepare to 
meet these various devices. They may 
be classed under two headings, the cor- 
poration method and the trust method. 
Both will vary with the ingenuity of the 
lawyer who floats them. An attempt, 
however, will be made to understand the 
principles underlying each. At the 
basis of each method is, of course, a 
transfer of title in the life-time of a 
decedent. 

* * * 

Section 402 of the United States Reve- 
nue Act, clause (c), imposes the federal 
estate tax on property “to the extent 
of any interest therein of which the 
decedent has at any time made a trans- 
fer, or with respect to which he has at 





vears elapse from the time it is made 
effectual, the burden of proving testa- 
mentary intent is on the government. 
This would be difficult, often hopeless. 
So the estate would escape. To prove 
intent as a question of fact is always 
difficult, if not revealed by writings or 
transactions. Intent is really a mental 
condition. The law, however, can try 
the thought of a man only by his re- 
vealed acts. As an old English judge 
once said: “The thought of a man is 
not triable, for the devil himself know- 
eth not the thought of a man.” So the 
law presents a presumption to meet the 
difficulty. “Every man is presumed to 
intend the natural consequences of his 
own act.” 
* * * 

Understanding now the counseling 
lawyer’s problem, a grasp of the meth- 
ods employed to circumvent the actual 
intent of the transferrer who aims to 
dodge the tax will be easier. 

The first obstacle aimed to be over- 
come is the treasury rulings on the 
part of the section of the statute quoted. 
Articles 24 and 25, page 22 of Regula- 
tions 37, specify the acts which will 
make the transfer taxable—that is, the 
acts which the collector shall regard as 
testamentary in character. They may 
be stated as follows: 

1. Where the grantor reserves the 
income of the property transferred dur- 
ing his life. Where only a propor- 
tionate part of the income is reserved 
only a proportionate part of the entire 
property may. be taxed, unless the 
transfer shows it to have been made in 
contemplation of death. 

2. Where a gift of the principal of 2 
trust has been made the fund which 
takes effect after the decedent’s death 
is taxable, although the income is pay- 
able to some one other than the donor. 

(CONTINUED ON PAGE 16) 
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Everything Is Guaranteed ° 
Nothing Is Estimated P u blic 


Agents selling life insurance find it of distinct ad- 


vantage these days to sell policies that carry absolute L 1 fe | hnsurance 


promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life ||, Comp a ny Siar 
Insurance Company 


Indianapolis, Ind. Capital, $500,000.00 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 








appeals to the people who want every possible dollar of protection Ordinary and Industrial Insurance Issued 
they can buy for every dollar deposited as premium. at all Ages From One to Seventy 
Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 
We have the policies and the agency contracts. ALFRED CLOVER 
General Manager, Chairman Board of Directors 


We have the home office equipment and territory. 
We now need the men to carry the Indiana National banner into LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


new strongholds backed solidly by the whole organization. WILLIAM SCHAARE, M. D. 


Last year was a banner year in life insurance. This year will Chairman of the Medical Board 


be a still better one. 





Address - D. RENICK, President HOME OFFICE: 
INDIANAPOLIS 
108 South La Salle Street 
Open Territory for Illinois, Indiana and Michigan, with CHICAGO ILLINOIS | 


contracts that will interest you. 

















BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets . . . $19,800,000.00 




















TWENTY PAYMENT LIFE POLICY 
The Old Line Bankers Life Insurance Company, DGeturved tn the 


Lincoln, Nebr. 
OLD LINE BANKERS LIFE INSURANCE 


GenTLEMEN:—Allow me to thank you for the check for $549.08 and the paid for policy of 





$2,000.00 received today. COMPANY 
For a good many years I was told you would never make anywhere near the settlement you of Lincoln, Nebraska 
figured on making and of late years agents of many companies have told me I could not expect 
Saas aaeaate 66 Reeneee............. Chas. D. Hohaus 
The fact that I have taken additional insurance with you is probably as good an answer as Residence. ... . aoe Nebraska City, Neb. 
one could make to the question, “Are you satisfied ?” Amount of policy. Fe $2,000.00 
| Again thanking you for your prompt and liberal settlement, I beg to remain © Total Premiums paid .............0e sees. 988.00 
Yours very truly SETTLEMENT 
Charles D. Hohaus. Total cash paid Mr. Hohaus............ $549.08 


And a Paid Up Participating Policy for $2,000.00 





If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
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Life Presidents’ Association 


THE contributions of the Lire INnsur- 
ANCE PRESIDENTS’ ASSOCIATION to the 
literature and thought of the business 
each year through its annual conventions 
is a censiderable one. The association 
sees that the widest benefits through pub- 
licity result, for it furnishes at its own 
expense a stenographic report of the 
proceedings to the papers interested. 
This year’s contribution was an excep- 
tionally good one. 

The Presents’ ASsoctaTION is of suffi- 
cient influence and prestige to draw the 


very best talent as speakers. Any man 
who appears before this body gives the 
topic assigned to him his best thought. 
All conventions and meetings have edu- 
cational value, but in the field of life in- 
surance the Lire Presents’ AssocIATION 
is coming to occupy a distinct place and is 
taking up a line of subjects which do not 
ordinarily receive adequate treatment in 
other organizations. The Lire Prest- 
DENTS’ AsSOcIATION has proved that it is 
decidedly worth while and is one of 
the dominant factors in the business 


How State Fund Works 


A STRIKING illustration of the way in- 
surance would be operated under state 
management and control is given by the 
case of the State Teachers Insurance and 
Retirement Fund of Minnesota.: An offi- 
cial report given out as to the status of 
that fund announces that it is not more 
than 55 percent solvent at the present 
time, and that if thé present methods are 
continued the teachers of that state who 
have spent their lives in educational work 
with the expectation of receiving the al- 
lowance provided by the state law upon 
their retirement from active work will not 
get more than one-third of the benefit 
allowed to them under the law. The past 
year only 60 per cent of the benefit al- 


lowed was paid to the 400 teachers who 
are supposed to be receiving pensions 
from the fund and at no time has it been 
able to pay more than 80 percent of the 
maximum benefit provided. 

The results of this experiment certainly 
do not offer any argument for the exten- 
sion of the state’s activities to wider in- 
surance fields. If the state of Minne- 
sota is able to make no better showing 
than this in payment to faithful public 
servants who have devoted the greater 
part of their lives to the training of the 
youth of the state, what would be the 
prospects for the general public under a 
life insurance scheme operated by the 
state? 


ta Stability of Life Insurance 


Lire insurance agents in soliciting busi- 
ness can well afford to emphasize the 
stability of life insurance so far as its 
financial backing is concerned. We are 
all familiar with the outcome of many 
estates that have been administered. A 
man is a single investor. His judgment 
may be very good and yet in most cases 
it is bad. When these estates are sifted 
down and the water is all running out, 
the really valuable securities or invest- 
ments may amount to comparatively little 
when compared with the gross amount 
of the estate. 

A life insurance company does not de- 
pend on one investment. It gets an aver- 
age on an entire list of securities: It 
may lack in judgment in buying a certain 
block of securities, but the loss is dis- 
tributed over a large number of people. 
It is not one policyholder losing the en- 
tire amount. This is what gives security 
to an estate created by life insurance. In 
scattering its investments a life insurance 
company insures itself against a sharp 
financial loss. <A life company does not 
depend on investments in a single loca- 
tion or in a single activity. If the in- 
come on any form of investment shrinks, 
it is overceme by the income on other 
investments that are remunerative. 


From the investment standpoint, there- 
fore, a life insurance company occupies 
a most desirable position. Men of the 
keenest financial insight may make a vital 
mistake in their investments. 
cent contribution ALEXANDER T. MACLEAN, 
assistant actuary of the MASSACHUSETTS 
Mutwat, called attention to the fact that 
a few years ago there was no railroad 
stock that was more greatly to be de- 
sired than that of the New York, New 
Haven & Hartford. For many years it 
paid 10 percent dividends. Its stock was 
held at $201. It had every earmark of 
being a high grade investment. It had 
a record of 28 years common stock divi- 
dend payment. There was every reason 
to suppose that it would continue to be 
a most profitable investment. Yet in 
1913 the collapse of this railroad came 
and since then no dividends have been 
paid. Many estates depended on the 
stock of this railroad company for their 
income. A number of life insurance com- 
panies held this stock. The loss, so far 
as the life companies were concerned, 
did not fall on any one person. It was 

’ distributed over a large number and there- 
fore the individual loss was insignificant. 
The life company is able to get a scien- 
tific average on its investments. 


In a re-' 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








The Illinois Life sends out with its 
current agency bulletin a picture en- 
titled “R. W. Wields the Spade.” It 
shows Vice-President R. W. Stevens of 
the company breaking ground for the 
new home office building on Lake Shore 
Drive in Chicago, overlooking Lake 
Michigan. Mr, Stevens is found manip- 
ulating a spade in the front yard of the 
old Brewster mansion which will be de- 
molished to make way for the second 
section of the building as soon as the 
first is finished. The idea of the man- 
agement was to exhibit its vigorous 
vice-president as a manual laborer. Not- 
withstanding the fact that he has a 
brand-new spade with the labels still 
left on, is wearing spats, and has his 
trousers creased, it is expected that “R. 
W.” will pose as a true representative 
of the proletariat. He will soon be a 
candidate for the shovelers’ and spaders’ 
union. Ultimately the Illinois Life hopes 
to produce a poem that will rank with 
Edwin Markham’s “The Man with the 
Hoe” to be entitled, “The Man with the 
Spade.” 

The agents of the Illinois Life are 
undecided whether the illustrious vice- 
president appears at home with the 
spade or not. One criticism is made 
that “R. W.” is pressing down on the 
spade with his left foot, whereas the real 
spader uses his right foot. R. W. re- 
torts with the argument that he is left- 
footed and that all really effective 
spadesmen use the left foot in order to 
pivot on the right. It seems that after 
the bulletins were distributed through 
the mail, one'of them got in the hands 
of a contracting house in Chicago that 
is now seeking men in the excavation 
work for the new Union Station in Chi- 
cago. The contracting house felt that 
“R. W.” had possibilities for digging in 
the clay and mud and have offered him, 
therefore, three-fourths the wages that 
are usually paid an experienced spader. 


F. B. Stewart, general agent at Ak- 
ron, O., for the Gem City Life, has 
just placed the largest policy on an indi- 
vidual life ever written by that com- 
pany. Mr. Stewart has made a re- 
markable record, having been in the 
life insurance business but six months. 
Prior to that time he was a real estate 
salesman in Akron. His business for 
the past 60 days is $220,000. 


J. L. Robinson, assistant secretary of 
the Gem City Life of Dayton, O., has 
given a remarkable demonstration of 
the result which can be obtained to 
application and thorough use of one’s 
time. Mr. Robinson now holds first 
place in paid for business among the 
representatives of the company. His 
time during the day is entirely occu- 
pied with work at the office. All of 
his selling work is done in the even- 
ing. His applications range from $1,000 
to $10,000. Mr. Robinson has found 
that at this time an intensive cultiva- 
tion of young men and women who are 
employed during the day and are diffi- 
cult to reach at that time will bring 
noteworthy results. 


H. L. Remme!l of Little Rock, Ark., 
state manager of the Mutual Life of 
New York, will retire from the service 
of the company Jan. 23 on his 70th 
birthday. He entered the service of the 
Mutual 35 years ago and has been state 
manager for 26 years. He is one of 
the celebrated life men in the southwest. 


President M. G. Bulkeley of the 
Aetna Life and affiliated companies, will 
celebrate his 84th birthday Dec. 26. 
He is still to be found active every 
day at the office, taking care of the 


‘many activities which come under his 


direction as 
companies. 
He was elected president of the 
Aetna Life in 1879, having long been 
intimately connected with the manage- 
ment of its affairs. His father was 
president from the date of its birth in 


president of three large 





1850 until his death in 1872—thus jor 
over a half a century, with the excep- 
tion of seven years between 1872 and 
1879, father and son in succession have 
guided the destiny of this institution. 
In the fall of 1888 he was elected 
governor of Connecticut. This office he 
held for two terms and later was elected 
United States senator from Connecti- 
cut. He served in the Civil War as a 
volunteer in the 13th New York regi- 
ment and served under General Mc- 
Clellan during the Peninsular cam- 
paign. President Bulkeley is actively 
interested in the further development of 
insurance and his guiding hand is to 
be recognized in many of the later de- 
velopments now being supported. 


As a plot upon which to erect a 
thoroughly modern head office build- 
ing designed to meet its particular 
needs, the Equitable Life has purchased 
property on the east side of Seventh 
avenue, extending from 31st to 32nd 
streets, New York City. Starrett & 
Van Vleck have been selected as arch- 
itects for the proposed structure, and 
Moran, Maurice & Proctor as the foun- 
dation engineers. : 


James A. Hunter, general agent of 
the Canada Life at Minneapolis, has 
been elected president for a fourth term 
of the Minneapolis Golf Club. This is 
a recognition of his services in coopera- 
tion with a golf architect in the laying 
out and construction of a new 18-hole 
course which will be formally opened 
next season. 


Vice-President T. F. Lawrence, who 
has been east in connection with the 
entry of the Missouri State Life in New 
Jersey is optimistic concerning the 
outlook for the coming year and states 
that it is the plan of the management 
in connection with its expansion pro- 
gram to establish 10 or 15 more branch 
offices in the large cities during the 
coming year. It now has five. With 
the company’s program of handling 
substandard business, big lines, broker- 
age business, in accident, health, life 
and group, Mr. Lawrence states that 
the company is in position to enter the 
large cities and attract the highest 
caliber men as managers, as has been 
evidenced in the cities where branch 
offices have already been established. 


An unusual romance had its culmina- 
tion in Birmingham, Ala., last week, 
when Miss Mae Smitherman, a rep- 
resentative of the Volunteer State Life 
of Chattanooga, became the wife of 
Wilber T. Godwin, claim agent of the 
Southeastern Demurrage Bureau. The 
two met when Mr. Godwin was asked 
to insure his life in the Volunteer 
State, which he subsequently did. 

Mrs. Godwin’s marriage will not mean 
the severance of her contract with Man- 
ager W. I. Pittman. She has paid for 
more new business during 1921 than any 
other woman connected with the com- 
pany, and will continue to represent 
the Chattanooga company. 


Thomas Briggs, veteran producer of 
the Provident Life’& Trust at Philadel- 
phia, was promoted to the rank of a 
real hero recently as he performed some 
unusual services during a train wreck. 
While commuting to Philadelphia his 
train was wrecked and caught fire. Mr. 
Briggs went into a burning coach and 
carried out several of the passengers. 
He organized the men on the train into 
rescue groups and sent some for doc- 
tors. Through his efforts the injured 
were removed on improvised litters and 
the others were assisted from the 
wrecked and burning coaches. Through 
it all he withheld his name and made an 
attempt to hide it when directly ap- 
proached. However, it was Mr. Briggs. 
the 68 year old veteran of the Provident 
Life & Trust, who proved to be hero ot 
that wreck, displaying his ability to han- 
dle emergencies as well as his ability to 
sell insurance. 
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, “I Jus’ Wish Yo’ Could See 
\ My Missouri State Life Policy!” 


Hansford Lee Farris, Jr., is the youngest 
Missouri State Life Policyholder in Paris, Texas. 
Two years of age, he is the holder of one of 
our new Children’s Policies. This policy is 


the beginning of his educational program. 


There are 27,000,000 Junior Prospects in the United States 
today. A Missouri State Life Contract adds these juniors 
to your field of prospects. 





HE MISSOURI STATE LIFE offers three special policy contracts 

which afford a definite plan of saving for children from ages 1 to 
10. These policies later become the foundation of a Life Insurance 
Estate. 


Children’s Insurance affords an easy entree into the home and often 
leads to bigger business through increased protection on the life of 
the parent. The Missouri State Life is one of the few big Companies 
offering insurance protection to boys at age 10 and girls at age 15. 
Our Famous Thrift Policy is one of the most popular policies 
available at these ages. 


A Missouri State Life Contract offers a large field of activity to the 
ambitious Agent. 


The wide range of insurable ages—10 to 65—and the Savings Policies 
available at age one, enable you to build up an extensive clientele, 
and to offer increased service to your policyholders. 


Your Opportunities Are Multiplied by Missouri 
State Life Age Limits 


There are many other advantages offered by a contract with us. A 
few of these advantages are: Accident Insurance, Group Insurance, 
Sub-standard business, Non-Participating and Participating Policies, 
Dividends paid on Paid Up Non-Participating Policies, and Dividends 
paid to beneficiaries on both Non-Participating and Participating 
Income Policies. 





Send for booklet “‘The Plan That Wins.”’ It 
describes fully the policies we offer children 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: ST. LOUIS, MO. 
LIFE: ACCIDENT- HEALTH: GROUP 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


~{}- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 


surance in force. 
—O- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, Ill. 














































To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 





Svestnctn At 


UMONT-TEX 
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BELL MADE BRANCH MANAGER 





Missouri State Life Has Opened a New 
Office in Pittsburgh, Making 
Five in All 





The expansion program of the Mis- 
souri State Life is developing with vig- 
orous strides. There are now five 
branch offices located in important in- 
dustrial centers. 

The latest branch to be established is 
in Pittsburgh at 808-9 First National 
Bank building, with Horace H. Bell as 
manager. Mr. Bell, a former Pitts- 
burgher, is a man in his prime, a south- 
erner by birth and possessed of that 
fighting spirit so necessary to achieve- 
ment. He is a Spanish War veteran. 
Mr. Bell has been in the life insurance 
business for the past 17 years, having 
served as field superintendent and 
other capacities of responsibility. Be- 
fore going with the Missouri State Life, 
Mr. Bell was assistant manager of the 
St. Louis office of the Columbia National 
Life. Prior to his transfer to St. 
Louis four years ago, he was for five 
years in the life insurance business in 
Pittsburgh. 

The Missouri State Life has now es- 
tablished branch offices in Chicago, 
Cleveland, Kansas City, Minneapolis 
and Pittsburgh. Branch offices located 
in these large industrial centers will do 
much to promote the interests of the 
company in these important cities. The 
first branch office was opened about a 
year ago in Chicago and is now doing a 
business averaging nearly $1,000,000 per 
month with 20 men under contract, and 
many contributing brokers. The pro- 
duction of these branch offices during 
the year has done much to keep the 
business of the company well up to 
1920’s record. 

The Missouri State Life recently es- 
tablished a branch office at Minneapolis 
with Nelson L. Shultis as manager. He 
was formerly a general agent with the 
Engel & Shultis agency of that city. 
He served as a first lieutenant in the in- 
fantry during the war. 





Penn Mutual Appointments 


Shermar E, Elliott has become the 
partner of Randall H. Hepfer, general 











HORACE H. BELL 








agent of the Penn Mutual Life of Rock- 
ford, Ill. For the last four years, Mr. 
Elliott has represented the New York 
Life. 

Roscoe Conklin Collins of Knoxville, 
Tenn., has become special agent of the 
Penn Mutual Life in that city under 
General Agent H. C. Martin. Mr. Col- 
lins was formerly a member of the firm 
of Harr, Collins & Anderson, who rep- 
resented the Jefferson Standard Life. 

John R. Howard, George C. Cowan, 
and John Dembinsky, under the firm 
name of Howard, Cowan & Dembinsky, 
have been appointed district agents of 
the Penn Mutual Life at Joliet, Ill. They 
were formerly connected with the Met- 
ropolitan Life. 


Frank P. Catlin 


Frank P. Catlin, Appleton, Wis., has 
opened offices in the Odd Fellows 
building in that city, where he. has be- 
come district agent for the Equitable 
Life. 
















Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 


and a premium waiver with $10.00 monthly income disability. 
Catinaee EM. «.06:6.0c00s% $21.02 Endowment Age 50....... $44.82 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 Endowment Age 60....... 29.52 
 ~ 35.71 Endowment Age 65....... 25.78 
Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 




























A Wider Field 
An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 
travel accident only, as may be desired. 


We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 









































| WITH INDUSTRIAL MEN 











NEWS OF THE PRUDENTIAL 





Some Promotions Have Been Made to 
the Assistancy Ranks—New 
Pasadena District 





In recognition of his good work, 
coupled with his ability to hold and de- 
velop agents, Assistant R. E. Allen has 
been promoted to superintendent of the 
Covington, Ky., district. 

Southern California once more gives 
proof of its Prudential growth. Dec. 19 
marked the opening of the new district 
created at Pasadena under Superintend- 
ent Charles I. Craig, who was formerly 
special assistant at Denver, Colo. Mr. 
Craig entered the service on March 21, 
1910, as an agent in Indianapolis 2, and 
his record earned him promotion as as- 
sistant superintendent in less than one 
year. Later, after a brief absence, owing 
to ill health, he joined the company’s 
organization in Denver, Colo., where 
since Dec. 23, 1916, he has occupied the 
position of assistant superintendent and 
special assistant superintendent. 

As a result of the good work rone by 
Agent Warren W. Smith of the Charles- 
ton, W. Va., district, he has qualified 
himself for promotion, and is placed in 
charge of the Huntington, W. Va., assist- 
ancy. This will result in there being 
two assistants operating at Huntington, 
W. Va., Assistant John E. Kessler and 
Assistant Warren W. Smith. 

Assistant Abraham S. Kessler of the 





Brooklyn district is doing fine work in 
the ordinary branch of the business and 
continues to lead the entire divfsion in 
that branch of the work. 

Another assistant superintendent of Di- 
vision B, who is alive to the ordinary 
opportunities, is Harry Mehlman of the 
Brooklyn 12 district, and is not far be- 
hind Assistant Kessler on the company’s 
record lists. Mr. Mehiman is also cred- 
ited with a substantial group case. 

Superintendent S. E. Long, of the Har 
risburg, Pa., district, is leading Divi- 
sion K in ordinary, both proportionate 
and net new business, and is listed 
among the company’s leaders. 

An interesting item in the current his- 
tory of the Easton, Pa., district is that 
Agent A. R. Phillips stands twelfth in 
the company, and leads Division K in 
ordinary net issue for the year. 

G. C. Green is promoted from an 
agency in Harrisburg, Pa., to a straight 
canvassing assistant in that district and 
G. J. Lucey is advanced to an assistancy 
in the Easton, Pa., district from an 
agency in the field. 





John Hancock Changes 


Superintendent Daniel J. Blake of the 
Springfield agency of the John Hancock 
Mutual Life died Dec. 10 after an illness 
of only a few days. He leaves a family 
of six children. Mr. Blake was recently 
transferred from St. Louis No. 2 to suc- 
ceed the late Superintendent Smith of 
Springfield. Superintendent Henry Me- 
Quade of St. Louis No. 3 is made super- 
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intendent of St. Louis No. 2. Fred K. 
Beck of the Bayonne, N. J., agency is 
made superintendent of St. Louis No. 3. 
Bayonne has been created into a separate 
district, Assistant Superintendent August 
H. Brahe of Brooklyn No. 1, who served 
the company continuously since July, 
1900, and for the last 16 years in his 
present capacity, has been selected 
for the superintendency of Bayonne. 


Metropolitan’s Dividend Plan 


The Metropolitan Life has announced 
the declaration of a dividend payable in 
1922 to industrial policyholders of $9,- 
185,000. The company has also put up 
an additional reserve of $5,000,000 to pro- 
vide for costs of concessions not payable 
in cash. Of the total dividend declared, 
$5,500,000 is payable by credits of pre- 
miums varying from four weeks to 26 
weeks, according to the date of issue of 
the policy. Cash dividends, payable at 
death, will amount to $1,750,000. There 
is also $1,000,000 payable on endowments 
which mature during 1922. This dividend 
makes a total of dividends and bonuses 
paid or credited to policyholders during 
the last 26 years over $92,000,000. 








Banquet for Chicago Superintendent 


W. F. Monahan, senior superintendent 
in the Chicago district for the Metro- 
politan Life, was given a banquet in 
celebration of the 25th anniversary of 
his start in Chicago, by a group of Chi- 
cago superintendents and other men who 
were formerly connected with the com- 
pany. The superintendents of various 


Chicago districts, many of the deputy, 


superintendents and several home office 
executives, were present. Many of them 
made short speeches and complimented 
Mr. Monahan on his long and valuable 
service. One of the speakers was W. L. 
Smithies, who was the man who started 
Mr. Monahan in the business 25 years 
ago. Another was R. S. Middlesworth, 
present superintendent for the Metro- 
politan in Duluth, who was one of Mr. 
Monahan’s graduates. 


GREAT NORTHERN LIFE PLANS 





Will Be Maintained as Wisconsin Cor- 
poration Writing Old Line, Legal 
Reserve Business 





In connection with the purchase of 
the Great Northern Life of Wausau, 
Wis., by H. G. Royer, president, and 
C. O. Pauley, secretary of the Central 
Business Men’s Association of Chicago 
and their associates, there has been 
some misunderstanding as to just how 
the business of these two companies 
is to be merged. The Great Northern 
Life will be maintained as a Wisconsin 
corporation, and continue to operate as 
an old line legal reserve life insurance 
company. Eventually, it will absorb the 
health and accident business of the 
Central Business Men’s Association, 
and that, too, will be placed on a legal 
reserve basis. In other words, the con- 
solidated company will be a legal re- 
serve stock company. It is the inten- 
tion of the new management of the 
Great Northern to broaden the business 
by entering at once several states in 
which the company does not now oper- 
ate. Arrangements for merging the 
business and agency forces of the two 
companies are progressing as rapidly 
as possible. 


J. E, Thompson, formerly of Oklahoma 
City, Okla., but more recently of Los 
Angeles, has been appointed special 
agent for the Penn Mutual Life at Okla- 
homa City. 














NEWS OF LIFE POLICIES ~ 








New Policies, Premium Rates, Dividends, wag 
—— — all Changes in Policy Literatures, Rate 
lementing the “Unique Manual- 
Digeot’" publish some in May at $3.50 ona the 
“Little Cem,’ * published annually in May at $2.00 | 











To Rent—Bank Floor 








ACTION AS TO DIVIDENDS 





Further Information as to What Course 
the Companies Will Follow 
in 1922 





The following companies will in all 
likelihood not change their dividend 
scale in 1922 

Aetna Life, Baltimore, Berkshire, 
Canada, Capitol of Denver, Cedar Rap- 
ids, Central Life of Illinois, Central 
States of Missouri, Columbus Mutual, 
Commonwealth of Omaha, Connecticut 
Mutual, Continental of Delaware, 
George Washington, Great Northern of 
North Dakota, Indianapolis, Inter- 
Mountain Life, Jefferson Standard, 
LaFayette Life, Manhattan Mutual of 
Kansas, Manufacturers of Canada, Mis- 
souri State Life, National J.ife of Ver- 
mont, National Guardian of Wisconsin, 
Northern States of Indiana, New Eng- 
land Mutual, North American of 
Omaha, Philadelphia Life, Presbyterian 
Ministers Fund, Provident Life & 
Trust, Register Life of Iowa, Reliance 
Life, Security Mutual of Nebraska, 
State of Indiana, Toledo Travelers, 
United Life & Accident of Nebraska, 
Union Central, Wisconsin Life. 

The following companies are among 
those which have not yet made a deci- 
sion: 

Bankers of Iowa, 
Equitable of Iowa, Fidelity Mutual, 
Guardian of New York, New York 
Life, Prudential, Union Mutual. 

The Boston Mutual will resume pay- 
ment on the basis of the scale that it 
attained in 1918. 

The Columbia of Cincinnati will in- 
crease its scale. 

The Equitable of New York will 
change its scale. This will be an in- 
crease on some ages and no increase on 
others. “ 

The Girard Life is considering the 
restoration of one-half of the reduction 
of 11.25% made this year. 

The Home Life of New York will 
make an increase. 

The St. Louis Mutual will make a 
slight change. 

The West Coast may make an in- 
crease. 


Central of Iowa, 


Penn Mutual Life 


The Penn Mutual Life has decided to 
furnish the double indemnity clause en 


Westminster Building 


7,500 square feet on choice corner in heart of 
Chicago Loop, 


Dearborn & Monroe Sts., S. W. Corner 


Very desirable for a Life Insurance General Agency 
or Investment House. Near shopping district— 
Banks and Post Office, just a square from State and 
Madison, the world’s busiest corner. 


WILLIS & FRANKENSTEIN, 


Westminster Building 
CHICAGO 














Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 


oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 








The Mutzal Lite Insurance Company 
of New York 
34 Nassau Street, New York 























BEN H. BERKSHIRE, President 





A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 


For Natural Death - - $10,000.00 For Accidental Death - - - $20,000.00 
For Total and Permanent Disability, a monthly income te the Inoured of - - 7 200.00 
For Major Surgical Operations (Maximum) - 7 200.00 
For Loss of Right Arm a bow or Loss of Either ghove the Kaeo - - 5,000.00 
For Loss of R oo Gem Daee See of Sats Lam chase Sew - 7 ~ - 3,000.00 
For Loss of Eit below the Knee ~ - - 7 2,500.00 
For Loss of Left y a low Elbow or Loss Entire ‘Sight Either Eye - - - 2,000.00 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 


P. R. SCHWEICH, Sec’y and Supt. of Agencies 








Double Indemnity 





L 


BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Disability Benefits 


| Reducing Premiums 
SEE THE NEW LOW RATES 


4 





INSURANCE CO. 


66 BROADWAY NEW YORK 
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The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


HEN you begin to figure up your earn- 

ings and recall the several reasons for 

failures during the past year, you then more 

than any other time keenly realize the im- 

portance of a helpful constructive home 

office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


We would like to hear from several 
good men for important field positions 


Insurance Comp 
LOUISVILLE, ore 


Inter-Southern Life 
JAMES R. DUFFIN, President 








A MILLION A MONTH IN MICHIGAN 


That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 

each month during 1921. We are very proud of this showing. It is evidence of progressive co-operative effort. 

The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 

high-class representatives in some Michigan communities. Any life insurance man or woman anxious to make a new 

afh*S ation will do well to communicate with us. 
HOME OFFICE 

Corner Woodward and Forest Avenues 


DETROIT, MICH. 
M. E. O'BRIEN, President 


DOWN-TOWN OFFICE 
No. 1005 Majestic Building 
DETROIT, MICH. 
JAMES D. BATY, Secretary and Treasurer 








SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


O. W. JOHNSON, President 
INSURANCE IN FORCE $37,000,000 
Assets ‘ ; . , . ; 4,074,586 
Payments to Policyholders since Organization ; ‘ ° 3,453,460 


Openings for General Agents and Managers in Fifteen States 
Address S. W. GOSS, Vice-President and Manager of Agencies 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, I NDIANA 











George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


ERNEST C. MILAIR, Vice President and Secretary 




















its policies, giving double the face of the 
policy to a beneficiary in case of the 
accidental death of the assured. 





EQUITABLE LIFE DIVIDENDS 





New York Company Announces That 
a Material Increase Will Be 
Made Over 1921 





Field representatives and _policy- 
holders of the Equitable Life of New 
York will be highly gratified to learn 
that the dividend scale determined upon 
by the management for the new year 
shows a material increase over that 
granted in 1921. In advising the man- 
agerial staff on the subject, President 
W. A. Day said in part: 

“These dividends are now being ap- 
portioned on a provisional scale sub- 
ject to approval of the directors at its 
annual meeting in February. I am 
also glad to state that a special fifth 
year dividend will be paid in 1922 on 
all policies issued in 1917, excepting 
those few on which a first-year dividend 
was paid.” 

A table showing the 1922 dividends at 
various ages, compared with those of 
1921, for the principal policy forms is 
givén herewith. 

ORDINARY LIFE 
—1922 Dividend—— 


1921 5th Year 
Age Year Div. Reg. Extra Total 
36.... and $2.50 $4.10 — $4.10 
4th 2.95 4.54 ae 4.54 
5th 3.18 4.77 $3.26 8.03 
10th 4.38 5.97 een 5.97 
35.... 2nd 3.29 4.97 as 4.97 
4th 3.92 5.52 ee 5.52 
5th 4.24 5.80 4.29 10.09 
10th 5.92 7.07 en 7.07 
45.... 2nd 4.65 5.82 5.82 
4th 5.57 6.54 om 6.54 
5th 6.03 6.92 6.11 13.03 
10th 8.43 8.77 was 8.77 
S5.... 3nd 7.12 7.41 — 7.41 
4th 8.48 8.58 ales 8.58 
5th 9.16 9.16 9.76 18.92 
10th 12.55 12.55 aes 12.55 
TWENTY PAYMENT LIFE 
25 2nd 3.34 4.91 a 4.91 
4th 4.09 5.62 cae 5.62 
5th 4.49 6.00 4.22 10.22 
10th 6.59 7.99 ay 7.99 
Bescee SR 4.12 5.77 ote 5.77 
4th 5.05 6.59 - 6.59 
5th 5.54 7.02 5.24 12.26 
10th 8.11 9.12 “e 9.12 
45.... 2nd 5.37 6.52 a% 6.52 
4th 6.56 7.50 ed 7.50 
5th 7.17 8.01 6.95 ~ 14.96 
10th 10.37 10.67 ss 10.67 
TWENTY YEAR ENDOWMENT 
25 2nd 3.70 5.21 5.21 
4th 5.01 6.42 — 6.42 
5th 5.70 7.06 4.53 11.59 
10th 9.41 10.46 “as 10.46 
35.... 2nd 4.72 6.33 er 6.33 
4th 6.08 7.53 _ 7.53 
5th 6.78 8.15 5.88 14.03 
10th 10.59 11.39 cae 11.39 
45.... 2nd 6.10 7.23 ene 7.23 
4th 7.55 8.46 a 8.46 
5th 8.30 9.10 7.79 16.89 
10th 12.30 12.56 12.56 


25 2nd -62 2.20 2.20 
4th 1.11 2.66 ose 2.66 
5th 1.37 2.90 -98 3.88 
35.... 2nd -63 2.28 eee 2.28 
4th 1.30 2.84 oss 2.84 
5th 1.65 3.13 1.05 4.18 
45.... 2nd 1.25 2.39 cee 2.39 
4th 2.20 3.12 eee 3.12 
5th 2.69 3.51 1.94 5.45 
55.... 2nd 1.73 2.00 eee 2.00 
4th 3.13 3.22 oe 3.22 
5th 3.85 3.85 2.87 6.72 


Commenting upon the new scale, Mr. 
Day says: “In making this announcement 
to you I wish to call particular attention 
to the fact that when, five years ago, the 
practice of paying no dividends at the 
end of the first policy year was inaugu- 
rated it was thought that in addition to 
paying an extra dividend at the end of 
the fifth year, the scale might be so 
readjusted as to provide for special divi- 
dends at the end of quinquennial inter- 
vals. This could be accomplished, how- 
ever, only by retaining for that purpose 
part of the dividends which might other- 
wise have been earlier distributed. We 
have decided to distribute our dividends 
strictly on the annual basis after the 
fifth year instead of reserving any part 
of them for quinquennial distribution.” 
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Central States 


Life Insurance Company 
St. Louis, Mo. 
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HONOR CROCKER AT BOSTON | here in February and that the local as- | 
sociation would go “hand in glove” with 
Carpe the president of the national association 


New President of John Hancock Mutual in the matter of programs, dates and 
general discussions. 


Gives ——— His Idea of Orville Thorp, past president of the 
pavings Bank Plan National Association, said he thought 
— the action of the location association in 
= : — i om lacin itself “at the disposal of the 
BOSTON, MASS., Dec. 20—*Life nee A of the aaieash’ samntiatien 
Insurance for Credit,” supported by | was the natural thing for big minded 
ible speakers, was the topic which | men with the interest of the insurance 
brought out one of the largest gather- | business at heart to do. He said he 
ings of Boston Life Underwriters —— - a yg ote —_ 
ever gotten together. All the stalwarts | 5°™Y er 2 © aS Son 
of the business were there. The 200 | ST®SS the biggest in the Southwest. 
seats at tables were not enough and the Cedar Rapids, Ia.—Paul H. Ray, field 
luncheon accommodations had to be| representative of the Equitable Life of 
stretched to more than 250. Des Moines, has been secured as the 
The gathering was in part, also, a | Principal speaker for the meeting of the 
testimonial to the recently elected — on SS — 7, 
president of the John Hancock Life, cussion of problems which confront the 
Walton L. Crocker. There were at the | insurance salesmen. 
head table Vice-President Addison L. The new officers of the Cedar Rapids 
Winship of the National Shawmut | Association, headed by President H. M. 
Bank, Frank Palmer Spear, president | Files, are making preliminary plans for 
of Northeastern University; J. Allen | a sales congress to be held some time 
Fiske, president of the Northern Cali- during the winter, which doubtless will 
fornia Life Underwriters Association, come up for discussion at the January 
and the principal speaker of the lunch- ees 
eon, Gardner E. Thorpe, superintendent 
in Boston of the Bradstreet Company. , 
of the year of members of the Milwaukee 


Rank Plan Discussion Association business matters of the or- 
President Franklin W. Ganse gave|/ ganization occupied the entire session. 
President Crocker a splendid introduc- | While there was discussion among indi- 
tion and the John Hancock head was re- | Vidual members on the subject of bank- 
ceived with tremendous enthusiasm. His ; savings-insurance, the matter did not 
talk was brief but full of suggestion.| come up for general discussion during 
He referred to the subject of savings | the meeting. 
banks taking up life insurance and said Annual dues were increased from $5 
much had been said prematurely on the | to $6, and for nonresidents the fee from 
subject. The time for mature and final | $3 to $4. This step, it was explained, 
judgment was not ripe, but called for| was taken to meet the added require- 
great reflection. He felt the monthly | ments of the National Association. The 
term policy, which the savings banks | fiscal year of the association will now 
were utilizing, was the poorest form of | start with Jan. 1, the change having been 
advertising which the life companies | made from July. Officers will be elected 
could have. Mr. Crocker said if the life | at the January meeting which cuts down 
companies had erred it-was because they | the terms of the present officers, who 
had inculeated in many quarters the idea | Were elected in July. However, President 
that term insurance is for life. The | Olson and other officers were apparently 
banks, in their thrift campaign, might | in favor of the plan. 
have chosen a better medium than the In connection with Thrift Week next 
term policy. He felt that in many ways] Month, insurance day will be observed 
the relations of life companies and banks | Jan. 19, and it was decided to cooperate 
were incompatible, and it would be re-]| with other Milwaukee organizations in 
grettable if anything should arise] the thrift efforts. President Olson ap- 
through the new idea which would make | pointed the following committee on this 
a breach between the banks and the life | subject: Albert Mielenz, Aetna; Frank J. 
companies. We couldn’t afford to have | Tharinger, Old Line Life, and Frederick 
any trouble with the banks. He urged | Barnum, Franklin Life. 
the agents to put life insurance on a Success of the sales congress held in 
higher plane than grubbing for a dollar. | Milwaukee this year has made the asso- 
ciation anxious to hold a similar one in 
Insurance as Credit Factor 1922. Plans are now being made by the 
Mr. Thorpe told of the development of | directors who will have charge of ar- 
fire insurance as a credit factor in mer- | rangements, to secure national repre- 
‘antile ratings until now every rating | sentatives to appear in the program. 
had its complete data on fire protection. | Sentiment favored an early date for the 
There was a growing tendency and de-| next congress, possibly during Thrift 
mand for life insurance data in ratings. | Week. 
The cash surrender value of a policy was Te “a 
mos -erts , , a 
nme “Sai Gee aaa ane eee Chieago—At the Chicago association's 
sarily raise a man’s rating, but it would luncheon Tuesday, the encouraging re- 
have a stabilizing effect and would in- sults of the membership drive were an- 
crease his credit standing at the banks. nounced and the list of new members 
The use of life insurance data in ratings | T€@4 indicated the efforts put forth by 
would be of slow growth and would be certain agencies on this matter. Presi- 
utilized as fast as the demand was made. dent Day has accomplished much in his 
{t was therefore up to the life men to| Wn agency, the Mutual Life of New 
see that the demand was created. Brad-| York, being predominant in the list of 
treet’s now reports 2,000,000 houses and | "€W members. The New England Mu- 
there was another million reporting ir- | t¥al and the National Life were also well 
regularly. It has recently incorporated | represented. An appeal was made, how- 
life insurance data in its interrogatory | ©Y®": for further work on membership 
ind the same has been done by the Bos- | for the attainment of the 1,000 mark. 
ton Federal Reserve bank, both at the The program consisted of four short 
instigation of Boston life insurance men. | 2d instructive talks by Chicago pro- 
Merle G. Summers, of the New England | ducers. Frank A. Martin, a Mutual Life 
Life home agency, then gave some con- of New York “war horse,” opened the 
‘rete examples of the use of life insur- luncheon program with a talk on sales- 
ance for credit. manship, featuring the necessity of mak- 
ing the right appeal to prospects. Mr. 





Ineurance in force : - $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 











$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or iliness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12,000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 


Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 


Milwaukee, Wis.—At the final meeting 























Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 








AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


* * * 

_- y cE ;- | Martin said that a man’s desire must 
ee ah eee ae d before the best talk, on in- Alabama Kansas New Mexico 
ition will not open the nation-wide series | be aroused be Ar’ t North 
of sales congresses this year as it did | Surance will have any effect and it is kansas Kentucky orth Carolina 
last year. The association has notified | only this appeal to fundamental motives California Louisiana South Carolina 
the president of the National Association | that will bring results. He said that Florida Mississippi Oklahoma 
that it will postpone its annual congress | life agents must humanize their ap- Georgia Missouri Tennessee 
until such date as will be convenient for | proaches. Texas and Virginia 


The second speaker, Henry C. Coffeen 
of the Northwestern Mutual, continued 
on the same subject, his thought being 
that a life agent must impress his pros- 
pects with the same appeal that a manu- 
facturer does with his trade-mark. He 
said that the greatest success is attained 
with the use of trade-marks, some means 
of constantly keeping that particular 


him to reach Dallas in his swing about 
the circle. President Harris of the local 
association said it would not be right to 
ask the national president to come to 
Dallas to start the series of sales con- 
sSresses over the nation when he believed 
they should be opened in the home town 
of the president. President Harris said 
he thought the congress would be held 


For information regarding them write to 
c. Ss. HUTCHINGS W. J. SHAW we 
Agency . Agency gr. 
Ordinary Dept. Industrial Dept. 
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IF YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Ohio, 
Indiana, Hlinois, Missouri or lowa, 
getting, training and handling the 
necessary agents, write-NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, III. 


F. N. L. BUILDING 
3401 Michigan, Ave. 


N. B.—Full line of policies, for ages one day to sixty 
years, with accidental death and monthly income total 
disability provisions. 











be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 





Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 


New England Mutual Life Insurance Co. 























Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 

critical public because of its 
happy blend of old and 
new ideals. 


Botel La Salle 





answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 





cece eee etme eae 





t te 











product before the minds of prospects. 
It must be so advertised that when the 
prospect thinks of the class of products, 
that particuiar trade-mark will be the 
guiding force to a sale. For the life 
underwriter, his personality becomes his 
trade-mark. The agent must so impress 
the prospect with his personality that 
at any future time when the thought of 
insurance is aroused, that particular 
agent’s name will be foremost in the 
prospect’s mind, with the result of a 
sale. It is the individual touch that does 
this and it is something for the agent 
to acquire. 

W. M. Hammond, manager of the 
Equitable of New York, emphasized the 
importance of the underwriting feature 
of the life agent’s work. He said that, 
from the name of the organization of 
agents, the Life Underwriters Associa- 
tion, the individual solicitor should be 
an underwriter, not merely an order 
taker, as many are. True salesmanship 
of life insurance does not mean mere 
salesmanship, but the ability to properly 
underwrite the risks. Risks must be 
understood and proper’ underwriting 
done. The men that carry out this idea 
are the ones that show great returns. 

The final speaker was Julius H. Meyer, 
manager of the New England Mutual and 
a great producer. Mr. Meyer opened his 
talk with a tribute to the two associa- 
tion members who have died this month, 
J. R. McFee and E, de St. Giles of the 
Penn Mutual and Massachusetts Mutual, 
respectively. He mentioned their work 
for the advancement of the standards 
of life underwriting and along educa- 
tional lines. He then gave a short talk 
on some of the essentials of salesman- 
ship, emphasizing the approach. He 
spoke of the necessity for proper selec- 
tion of prospects and the many avenues 
open for locating them, but said that it 
was still more important to make the 
most adaptable approach to them, after 
their selection.’ The great need of the 
agent is a definite idea of the line to 
take and a definite plan made previous 
to the interview. While it is not neces- 
sary to learn selling talks, it is neces- 
sary to plan the general line of thought 
to be usd in th approach. 

*x* * * 

Minneapolis, Minn.—Ralph M. Ham- 
burger, general agent Northwestern Mu- 
tual Life, was elected president of the 
Minneapolis Association at the annual 
meeting last week. John A. Blond, Prov- 
ident Life & Trust, was elected vice- 
president; Harry T. Miller, New York 
Life, member of executive committee. 
Cc. N. Patterson, Union Central, was re- 
elected secretary-treasurer. He has 
served 11 years as treasurer, and the past 
two years as secretary also. 

Orrin L. Edwards, retiring president, 
made a brief address reviewing the past 
year’s accomplishments of the Associa- 
tion. For the coming year Mr. Edwards 
suggested a campaign to bring the 
smaller company agents into the associ- 
ation; an advertising campaign that will 
last throughout the whole year; steps 
taken for life insurance participation in 
“Thrift Week”; an observance of the 
Golden Rule which if practiced will fill 
all the demands of the entire code of life 
Insurance ethics. 

The resignation as a member of Frank 
T. MeNally, general agent Massachusetts 
Mutual Life, was presented, because of 
the inability to reach an agreement with 
the association as to just what consti- 
tuted part-time agents. 

Plans for a school for life insurance 
salesmen to be opened at the Y. M. C. A. 
under the auspices of the Minneapolis 
Association, possibly within the next 
month, were discussed at the meeting. 
The course is to be two years, with two 
semesters each year, and is designed to 
instruct men who decide to make the 
selling of insurance a profession. The 
courses are to be financed by tuition. 

. - > 

Columbus, 0.—“You are a crook if you 
twist a policy. I would just as lief steal 
as lie and that is what a twister has to 
do to get by with his work.” This was 
the clear cut statement of John L. Shuff, 
president of the National Association of 
Life Underwriters, at the luncheon under 
the direction of the Columbus Associ- 
ation Friday. 

This hot shot was fired straight out 
and considerable comment has followed, 
since it is claimed that there is some 
twisting going on in central Ohio. Mr. 
Shuff urged every agent to play fair with 
every other agent. He drew out of his 
wide experience lessons which were of 
great value to the younger men in the 
profession. He pleaded for a larger and 
stronger organization and at the close 
President C. B. Wiles pledged that the 


Columbus Association, which has 150 
members, will be doubled before Presj- 
dent Shuff’s term is completed. This an- 
nouncement was very pleasing to Mr. 
Shuff. 

“There are 175,000 life insurance 
agents in the United States and only 
15,000 in our association. You have no 
idea of the great power you would wield 
in legislation and other directions if the 
great majority were affiliated in our 
great organization,” said Mr. Shuff. HH; 
said an agent ought to belong to the 
association not so much for what he« 
would get out of it but for the good he 
would be able to do others and thereby 
elevate the profession. f 

Personality is a great asset, he said. 
and he gave some valuable pointers on 
approaching prospects. He urged agents 
to put in more hours assuring that hard 
work will result in increased rewards. 
Mr. Shuff paid a high tribute to the good 
work being done by women life insur 
ance agents. 

* * * 

St. Louis, Mo.—The St. Louis associa- 
tion held its regular meeting Tuesday 
evening. J. M. Bloodworth of the Fidel- 
ity Mutual Life, Warren C. Flynn of th« 
Massachusetts Mutual, George Barnes of 
the Heme Life and F. B. Miller of the 
Phoenix Mutual led the meeting. 

* * x 

Louisville, Ky.—The Louisville Associ- 
ation has elected officers as follows: 
President, Harvey White; first vice-presi- 
dent, Irwin Hartzman; second vice-presi- 
dent, McKay Reid; secretary and treas- 
urer, Lewis Cook; directors, S. M. 
Burbank, J. M. Alvis, George Johnson and 
E. M. Nuckols. 

. * . 

Richmond, Va.—No action was taken 
at the December meeting of the Rich- 
mond Association of Life Underwriters 
on the Cleveland resolutions rapping the 
practice of combining life insurance with 
Savings accounts. It was indicated, how- 
ever, that some action weuld be taken at 
the forthcoming January meeting. The 
matter was first brought up at the No- 
vember meeting soon after the Cleve- 
land association adopted resolutions. On 
that occasion, it was deemed best to de- 
fer action until the members had had 
ample opportunity to read the Cleveland 
resolutions and thoroughly digest them. 

The principal speaker at the December 
meeting was Herbert W. Jackson, presi- 
dent of the Virginia Trust Company, his 
subject being “Value of Life Insurance 
to Your Estate.” He emphasized the 
wide opportunities for writing inherit- 
ance tax insurance and said that there 
is no likelihood of these taxes coming 
down. On the other hand, they are go- 
ing to increase. Two new members were 
admitted. They are Edward G. Caster, 
Sun Life of Canada; Carl W. Appich, 
“quitable. 

. - . 

Sioux City, Ia.—The December meeting 
of the Sioux City Association was in 
charge of F. A. Tennant, of the Penn 
Mutual, whose program was excellently 
arranged. The main topic of the even- 
ing was “Methods of Approach,” handled 
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by Prof. C. A. Chamberlain, director of 
the Sioux City Institute of Psychology. 
He handled the subject in a very prac- 
tical and interesting manner and his 
ability to discuss this always interesting 
subject from the psychological viewpoint 
gave the underwriters a valuable side of 
the question. Mr. Tennant also spoke, 
taking as his subject “The Best Way for 
a New Agent to Start.” His talk was 
very interesting and timely. There were 
three short talks by Mr. Webster of the 
Western Life, Mr. Berger of the Bank- 
ers Life of Nebraska and Mr. Sampson 
of the Penn Mutual. During the short 
business session a committee was ap- 
pointed to nominate a vice-president to 
succeed L. E. Sigmond, who has moved 
from the Sioux City district. Mr. Ten- 
nant, the chairman, also furnished a de- 
sirable musical program, leading a male 
quartette himself. 
= . > 

San Francisco, Cal.—The Northern Cal- 
ifornia Association has organized a re- 
ception committee, the duties of which 
will be to welcome all new members and 
visitors at the monthly meetings and 
see that they are comfortably situated 
during the meeting. It will also be 
against the rules for any two men from 
the same company to sit together or at 
the same table. It is the aim of the new 
executive committee and officers to see 
that a better bond of friendship results 
among the members. 

. . . 

Davenport, Ia.—Professor Wassam of 
the economics department of the Univer- 
sity of Iowa will be invited here for an 
evening meeting of the Davenport Asso- 
ciation in the near future. Mr. Wassam 
has a class of 110 in life insurance at 
the state university. 

H. L. Amber, secretary of the local 
association, spoke on “The History of 
Life Insurance and How It Operates,” 
at the high school last week. This was 
the first of the series of talks to be given 
to seniors, juniors and commercial de- 
partment students at the local school. 

J. C. Butler has been asked to remain 
as vice-president of the association, al- 
though he is not at present actively en- 
gaged in the insurance business. Mr. 
Butler probably will return to life insur- 
ance in the near future. 

. * . 

Duluth, Minn.—The Duluth association 
will hold its annual meeting Tuesday, 
Jan, 3. Jess Bradley of Duluth was the 
principal speaker at the regular meeting 
last week, 


Henry F. Tyrrell, legislative counsel 
of the Northwestern Mutual Life, Mil- 
waukee, and Mrs. Tyrrell, have returned 
from an extended trip through the east. 








TRIBUTE PAID AGENTS 
BY ST. LOUIS BANKER 


(CONTINUED FROM PAGE 3) 
before investing their money in some- 
thing they know nothing about. The 
war taught millions of people that they 
were welcome to ask for advice, and 
many today are taking advantage of 
the free investment advice given by 
banks and insurance companies. If all 
the people make proper inquiries about 
the investments they intend buying, they 
will save their money if the investment 
is not safe, for the salesman with a 
fake stock to sell will never come back 
if you tell him you'll have to ask your 
banker or insurance adviser about the 
stock. 

Believe in Life Insurance 

“All banks believe in life insurance. 
You are safe in going in any bank 
with your prospect and asking the 
banker what he thinks of life insur- 
ance for every banker believes in life 
insurance. Any banker who does not 
believe in life insurance is a fool banker. 
You can not get a man to put every 
dollar of his money in life insurance. 
There are more than $100,000,000 in sav- 
ings accounts scattered over St. Louis. 
There is some money being put into 
Savings accounts. Here are three rea- 
sons why it is a great advantage to 
you, as an insurance agent, if your 
client has an adequate savings account: 

“1. To enable him to be in a position 
to buy more insurance from time to 
time as his responsibilities increase. The 
bankers will always lend money on a 
savings account at a fair rate of inter- 
est, in case the interest period is not 
the same as premium due date. 

“2. By saving so much per week or 
month, a policyholder will always have 
premiums ready when due, and as a 
result will not have to borrow on his 
policy from the insurance company. 
Any bank will open a special premium 
acount if requested. 

“3. This will enable the insurance 
company to keep more of its funds 
available for investments that are more 
beneficial to the community.” 

Originated Advertising Plan 

Life insurance men are much inter- 
ested in Mr. Moser as he is the banker 
who originated the idea of using life 
insurance copy in bank advertising. He 
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recently resigned as vice-president of 
the First National Bank of St. Louis to 
become president of the Security Na- 
tional Bank Savings & Trust Company. 

This bank has been organized with 
the one idea of being a national bank 
for savings, investment and trusts and 
is patterned largely after the safety- 
first principles of life companies. A 
list of all investments made will be pub- 
lished annually for the information of 
the stockholders and depositors. Only 
investments suitable for trusts, insur- 
ance and savings bank funds. will be 
purchased. No loans will be made to 
officers, directors or employes. No 
commercial loans will be made. No col- 
lateral loans will be made except when 
secured by the same class of security 
that the bank would purchase for its 
own account. According to Mr. Moser 
this is the first national bank of its kind 
organized in this country. The bank 
will have no securities to sell but will 
advise with its patrons regarding safe 





securities, giving them, the benefit of 
the advice of its directors and officers. 

Mr. Moser gives the following prac- 
tical plan of cooperation with the bank 
on insurance. 

1. Never have an application filled 
out in the bank. If a banker can influ- 
ence a man or woman to take out a 
policy for any purpose, he should send 
them to the insurance agent. Insurance 
is a profession and the banker is a 
banker, not an insurance expert. 

2. Our bank will cooperate with all 
good insurance companies on lines that 
the insurance men themselves will ap- 
prove. No favoritism will be shown. 

3. Bankers believe in life insurance 
and will and should advise their deposi- 
tors to carry as large lines as possible. 

4. The Security National Bank of 
Saint Louis expects to be as active in 
the plan of insuring savings accounts 
as the insurance men want it to be. The 
sole object is to cooperate in a way that 
will be mutually beneficial. 
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Only four other life insurance companies in America have more 
perenne in force than this Company. A study of the 


ollowing growth in ten years is invited: 


Assets 


Policies in Force 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
$ 5,614,764 $10,279,663 $22,885,957 

371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 
Organized February 23, 1888 


CINCINNATI, OHIO 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURAN 
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Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 
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The Masonic Mutual Life Association 


Of the District of Columbia 


Chartered by Special Act of Congress, March 3, 1869 


The Security of the Old Line 
The Economy. of the Fraternal 


Select work, with big returns to high class representatives. For terms 


and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple 


Washington, D. C. 














j"Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,”",a text and review book with quiz supplement. $1.00. The 


National Underwriter Company, 1362 Insurance Exchange, Chicago. 











3. A transfer by way of trust, with 
power of revocation, is taxable even 
through the donor does not reserve any 
interest in the trust created. 

4. A trust transfer is also taxable 
where the grantor reserves power to 
control administration of the trust, as 
by reserving power to change the 
trustee, the trust period, the trust prop- 
erty, or the respective interests of the 
trustee in the property. 

. * *~ 


It is apparent that these regulations 
are not broad enough, if viewed as a full 
expression of the practice to be fol- 
lowed by the collector, to exclude in 
themselves some manifest devices. The 
primary procedure for one with a tax- 
dodging intent is to make a convey- 
ance not to take effect at death and not 
revealing any testamentary interest. Of 
course, this may be done by an abso- 
lute transfer, which would leave the 
transferrer in the position that King 
Lear found himself. So a secret con- 
trol is necessary. Hence the corpora- 
tion method is preferred to the alleged 
revocable trust method. 

It is something like this: A holding 
company is incorporated. The prop- 
erty is transferred to this company in 
consideration of capital stock in the 
company. The certificates of stock are 
assigned in blank and kept so that the 
intended beneficiary can get possession 
when death threatens or after the death 
of the transferrer. Certificates of stock 
being easily transferable, the trans- 
ferrer of the property as well as the 
proposed beneficiary may get possession 
of them at any time. If the transferrer 
lives two years and the stock be taker 
over by the beneficiary at death after 
two years of the transferrer, the trick is 
apparently accomplished. If the death 
occur within two years, it may be diffi- 
cult to show that the transfer was not 
a sale for a valuable consideration. It 
is apparent, however, that the whole 
transaction involves secret action and 
much confidence in questionable actions 
by third parties, and hence should make 
men of honor hesitate to adopt the 
method. In other words, the success of 
the method depends on not being found 


out. 
es. © 


The second method, the alleged revo- 
cable trust, is itself condemned by the 
regulations, if made apparent. However, 
in this method the transferrer does not 





ostensibly retain his controk He may 
secretly dominate the trustee, just as 
in the corporation method he may se- 
cretly control the board of directors. 
One way of doing this would be by pur- 
chasing ostensibly an option on the 
property transferred. It will be ap- 
parent that in each method, and in every 
variation of each, the expectation is that 
the collector will be hoodwinked. To 
speak plainly, the whole transaction is 
rascally. The general law as to the ef- 
fect of transfers of the nature of testa- 
mentary dispositions is epitomized 
rather scantily in the regulations quoted. 
The term revocable trust is inaccurate. 
It is doubtful whether, viewed as a title 
transfer, such a trust will stand if at- 
tacked. So-called revocable trusts are 
really mere managerial designations. 
The law as to the taxing of transfers 
inter vivos on the death of the transferrer 
is well stated, with numerous decisions 
cited, in 37 Encyclopedia of Law and 
Procedure, at page 1565. It is there 
stated thus: “A taxable transfer may 
be created by an instrument other than 
a will, as where one conveys his prop- 
erty to trustees, reserving a life-interest 
or income to himself, and ordering the 
distribution of the property after his 
death according to directions contained 
in the deed or his will. But the instru- 
ment must be testamentary in character 
or bestow an estate to be enjoyed after 
the grantor’s decease, and the transfer 
is not taxable if the deed or assignment 
was by way of sale or irrevocable gift 
inter vivos. * * Again, the es- 
tate or interest to be taxed must pass 
directly from the decedent to the bene- 
ficiary, or at most through the interven- 
tion of a trustee charged with a positive 
duty in regard to it, and not with a 
mere discretion.” Under this doctrine 
the tax-doging methods avoid direct 
transfer to the beneficiary. 

_In considering facts. held to be suffi- 
cient to show testamentary intent, the 
same authority, p. 1567 (c), states: 
“Whether or not a transfer was made 
in contemplation cf death. is a question 
of fact, in the determination of which 
the donor‘s age, his phvsical condition 
at the time, and the leneth of time he 
actually survives should *- taken into 
account.” 

* * * 

To sum up: Inheritance tax-dodging 
devices depend for their success on 
what is little else than a conspiracy to 
conceal property. No worthy man can 
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The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 











FEDERAL UNION LIFE 
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Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
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afford, therefore, to sanction them. To 
be honest, the owner must be actually 
divested not only of title to his property, 
but of control over it. The law looks 
always to actualities, and not to mere 
expressions of language. The maxim 
of equity expressed in its original, with 
a clarity not expresesd in its usual trans- 
lation, is: “Non quod dictum sed quod 
factum inspiciendum est.” This usually 
is translated: “Equity looks through 
form to substance.” Literally trans- 
lated, it reads: “Not what is said, but 
what is done, must be looked into.” 
That is, the deed, not the utterance, 
presents the vital enquiry. 
* *x* * 


Rich men are often advocates of high 
integrity. Many may not realize that’ 
tax-dodging methods are attempts to 
filch rather than prevent the amount of 
the impairment the tax imposes. What 
they do understand is how to charge 
taxes to transactions that cause it. To 
do this is not fo evade but to charge 
the consumer with the payment of the 
tax. To the attempt to charge off the 
excess profit tax, experts attribute many 
financial difficulties of the day. The dif- 
ficulty of transferring the tax has led 
to abnormal investment in tax-exempt 
securities. But inheritance taxes can 
be dodged, if ever, only by questionable 
procedure. Attempts to achieve the re- 
sults aimed at may lead to litigation at- 
tacking the integrity of the act, an im- 
peachment of a man after his death. 
Failure will cause penalties and conse- 
quent heavy increase of the unescaped 
burden. Life insurance is not mergly 
“the only practicable way,” as Mr. Root 
said, but the fully honest way. It is 
folly, whatever one’s standard of morals 
may be, to adopt an _ impracticable 
method, the impracticability of which 
extends beyond its lack of efficiency to 
the hazard of litigation besmirching a 
decedent’s character. 


CLEVELAND OUTLOOK BETTER 





ment in 1922—Paid Business 75 
to 80 Per Cent of 1920 





CLEVELAND, O., Dec. 20.—Infor- 
mation secured from some of the large 
offices here would lead to the conclu- 
sion that the volume of paid life insur- 
ance business secured in this city and 
adjacent territory this year will be 
about 75 or 80 per cent of the 1920 
volume. The business for the first half 
of the year showed a considerable loss 
and in July the agents felt that they 
could overcome this and at least equal 
the record of last year. However, gen- 
eral conditions showed such little real 
improvement that this proved impos- 
sible, at least with most of the offices. 

Considering general conditions, how- 
ever, most of the agents feel that they 
have really done a very creditable vol- 
ume of business. In all lines of indus- 
try and commercial business there has 
been a loss and it would be illogical 
to feel that the same results would not 
be shown in life insurance. Improve- 
ment has been noted in certain lines 
within the past two or three months, 
however, and there is hope that this 
will gradually increase after the close 
of the year. Steel operations in the 
Youngstown district, for instance, are 
about 50 per cent, where a few months 
ago they were 20 or 25, and the same 
thing in lesser degree has occurred in 
other lines. 

Some of the offices are increasing 
their agency forces considerably and 
are preparing in other ways to be 
ready for increased production in 1922. 
There is a belief on the part of some 
that still greater efficiency can be de- 
veloped in the present staffs, to the 
profit both of themselves and the of- 
fices. The spirit of the men is increas- 
ing and they are realizing the neces- 
sity for additional energy to meet the 
changed conditions that have come over 





MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 
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Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who information. i 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








‘*The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Thomas F. Daly, President 
Denver, Colorado 
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CONTRACT DIRECT WITH HOME OFFICE 


Open for Several Cities and Districts in 


INDIANA, ILLINOIS, MICHIGAN, TEXAS and FLORIDA 


Indianapolis Life Insurance Company 
Apply to FRANK P. MANLY, President 
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THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: 















Home Office, Des Moines 





















CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 
Our cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, I 

























The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State— Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 





Home Offices, Wichita, Kansas 





























Join the ‘aion Procession NOW 


HE band wagon continues its merry way. Thoughtful agents 

are attracted daily by the Columbus Mutual Life system, which 

offers life agents greater opportunities than were ever presented 
to them before. Perfected Endowment policies constitute the latest 
incentive. Inquiries concerning these are pouring in and bringing to 
the Columbus Mutual many more ageuts. Perfected Endowment 
policies are easy to sell. ‘ 

During one recent month, twenty-five additional agents began sell- 
ing Columbus Mutual insurance in one city alone. Among other new 
agents are two just of age. Their fathers, both general agents, have 
worked for rival companies many years. One long has been the lead- 
ing producer of a leading company. Wisdom, experience and affection 
dictated the choice by these fathers of the Columbus Mutual for their 
boys, just beginning to solicit. 

In October the Company’s production nearly equalled the gain for 
the entire twelve months of 1918. 

If you think of a change in connections, write your name and ad- 
dress in the margin and send to the Columbus Mutual Life, Columbus, 
Ohio, at once. You cheat yourself by even one day’s delay. 











BANKER’S RISK IN LIFE-SAVINGS PLAN | 





Bank Adviser Tells of Objections to Scheme from Bank’s Standpoint 











N interesting review from the 

banker’s standpoint of the risk in 

life insurance-savings accounts is 
made in an article prepared by Francis 
R. Morison of Cleveland, advertising 
counselor for a chain of banks, which 
is to appear in an early issue of the 
“Banker & Financier” of New York. 
Mr. Morison quotes the resolutions con- 
demning the savings bank-insurance 
plan adopted recently by the Cleveland 
Association of Life Underwriters, and 
says in regard to them: 


Views Should Be Considered 


“Here is a statement of policy which 
should command the attention of every 
banker. It sets forth succinctly, and 
even bluntly, the viewpoint of an ele- 
ment which is influential in the business 
and personal life of every community. 
Resolutions such as these can hardly 
fail to have their influence upon the 
broader policies and ‘general practice of 
many financial institutions. 

“Of course, what banks want is de- 
posits and, at first sight, affiliation 
with a particular insurance company 
promises a very considerable number of 
savings accounts which may be easily 
obtained, without too much expense. 
Under existing business conditions, 
propositions like the one under discus- 
sion seem more than ordinarily attrac- 
tive. 

“Financial institutions, however, make 
money on the aggregate of deposits. 
They usually lose money when, in try- 
ing to take a short cut, they add largely 
to the number of names upon their 
books, unless the names mean bal- 
ances. 


Compared With Legal Field 


“But this, to my mind, is not the 
worst of it. 

“Financial institutions doing a trust 
business learned long ago that they 
could get far more business from the 
lawyers than they could ever hope to 
take away from them. Everywhere 
they are undertaking to operate with 
the profession rather than to compete 
with it. Instead of writing wills for 
customers they are urging customers 
to have their personal attorneys draw 
their wills. They solicit trusts of every 
nature, of course, but they do not in- 
vade the legal field. It never pays. 

‘The same rule holds where the in- 
surance business is concerned. The 
bank which renders truly satisfactory 





banking service can expect far more 
business from friendly insurance men— 
and they are as numerous as lawyers— 
than it can hope to obtain by affiliation 
with any ove insurance company. The 
average insurance man’s income com- 
pares favorably with that of the aver- 
age lawyer. His opportunity to in- 
fluence desirable business to a bank is, 
perhaps, even greater. His friendship 
and cooperation are worth having. It is 
valuable to any bank, and of especial 
worth to the institution equipped for 
trust service. 

“The friendly lawyer sends the bank 
an occasional executorship or a trus- 
teeship, business or personal. A friendly 
insurance man may fairly be expected 
to send in his share of life insurance 
trusts—and every trust officer knows 
how easily handled and how truly de- 
sirable business of this nature is. 

“After all, the question is the old 
familiar one to which there is but one 
answer. A_ bank’s opportunity for 
profit depends primarily upon the ag- 
gregate of deposits entrusted to its care, 
and the economy it is able to achieve 
in getting those deposits and handling 
the transactions incident thereto. 

“Insurance men ‘circulate’ more than 
almost any other element in the com- 
munity and their cooperation is the 
more valuable because of the contacts 
they establish. They are good allies 
for any bank to have.” 


Complain of Twisting 


There is some complaint in Chicago 
that all twisting is not confined to the 
professional twisters, who do not rep- 
resent any special company but are 
free lances. One manager cites a case 
where another office of good repute re- 
cently twisted a policy from the former 
office. The evidence shows beyond 
a doubt that the twist was made. The 
second office who profited by the trans- 
action is indifferent to making amends. 
Some of the newer and smaller com- 
panies say that their business is being 
twisted by agents of the larger and 
older companies. 


At the annual meeting of the Milwau- 
kee Kiwanis Club, James A, Fetterly, 
district manager of the Great Northern 
Life, was elected president, and Chester 
B. Roberts, of the Roberts Co., general 
insurance agency, was elected vice-presi- 
dent. 











Possession April 1922 


106 N. La Salle Street 





TO RENT 


Floors or Small Offices in 
NEW FIREPROOF BUILDING 


720 CASS STREET 


S. W. Corner Superior Street 


Smaller Units to Suit 


This building has light on four sides and is 'ocated in the 
New North Side 


INSURANCE CENTER 
2 blocks from Michigan Ave., 
1 block from State Street 


PRUSSING and COMPANY 


RENTING AGENTS 





Floors 4200 Square Feet 


1 block from Chicago Ave., 


Franklin 4164 
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Banker Points Out the Possibilities 
Open to Life Underwriters Through 
More General Use of Insurance Trust 


By HERBERT M. MORGAN 


the country reveals the interesting 

fact that the actual selling of life 
insurance by them preceded the selling 
of trust service. One reason for this 
was that certain trust powers were not 
granted until subsequently. Another, 
that life insurance, its need and uses, 
were somewhat known, whereas trust 
service was something entirely new, 
and it took some time for its use to be 
exploited and recognized. The sig- 
nifcant thing to my mind is the fact 
that fundamentally an insurance com- 
pany performs a trust function, for is 
not the insured paying through his pre- 
miums year after year certain sums of 
money to the insurance company, 
which acts as trustee, conserves that 
and invests it, and in time turns it over 
to the third party or the beneficiary, 
with the dividends that have accrued 
during its life? For many years insur- 
ance companies and trust companies 
operated independently, as there seemed 
to be no close affiliation or tie-up. 


Tite history of trust companies in 


Insurance Trust of — 
Rather Recent Origin 


While the trust under wills, as we of 
course know, has existed for many 
year, the insurance trust is of rather re- 
cent origin. It was brought into being 
and has been given the prominence it 
occupies today, I think, very largely as 
a result of the inheritance tax laws. 
Insurance companies and trust com- 
panies began to realize, as soon as these 
laws were on the statute books, that in 
the administering of estates they were 
facing quite a serious problem; that in 
practically no estate of any size was 
there adequate cash on hand to take 
care of these taxes; and that necessi- 
tated sales of securities, often decreas- 
ing considerably the size of the estate, 
and in turn affecting materially the 
amount that was paid out to the bene- 
ficiaries. The one solution seemed to 
be that of having adequate life insur- 
ance. The insurance companies at about 
this same time also recognized the fact 
that they had an unusual opportunity 
for increasing the sale of their products 
through this new strong talking point. 


Must Be Sure It 
Will Accomplish Purpose 


And here is where I believe the co- 
Operation interest really began. The 
trust companies realized that to accom- 
plist the purpose in hand it was not 
enough to take out additional insur- 
ance, if it were to be paid to the wife, 
for it would just be optional with her 
whether she wanted to apply it in the 
way that was desired. As we all know 
from our experience in estates, very 
often there is a lack of harmony, a real 
jealousy, that exists among members of 
a iamily, and it is very reasonable to 
Suppose that the wife in a great many 
cases would not utilize this insurance 
as intended. If the insurance were pay- 
able to the estate, of course, it would 
accomplish its purpose, but there was 
an additional cost to the estate, due to 
the fact that it would have to go 
through probate. So that to make it 
payable to a trust company, as trustee, 
seemed to solve that problem. 


Applicable Even 
to Small Estates 


wm... insurance men were primarily 
ca in selling life insurance, and 
p> n it was pointed out to them the 

onemy that could be effected by using 


the trustee, they were naturally very 





glad to suggest it to their clients. 

A further analysis on the part of the 
trust companies of smaller estates, 
where the inheritance taxes were nil or 
very small, disclosed the fact that there, 
too, the expenses of funeral, of doctors 
of probate, and various other items, 
were such as in practically most cases 
to warrant the insurance to be taken 
out to take care of those obligations, as 
there again there was not sufficient cash 
available. So again there was an argu- 
ment for additional insurance, although, 
of course, in much smaller amount, and 
the insurance trust had the same appeal. 


Problem of the 
Close Corporation 


The problem of the close corporation 
began coming up, where two or three 
men were the sole owners of a business, 
and it was found that insurance could 
be taken out and a trust instrument so 
phrased whereby the survivors could 
buy out the interest of the deceased, 
and thys keep and control all the busi- 


clause in any trust; and that is what 
makes it so very practical and so very 
advantageous. 

The practical problem in which we 
are interested, I take it, is how can we 
cooperate with the insurance compan- 
ies to our mutual advantage? Some 
experiences of the St. Louis Union 
Trust Company may be helpful and 
suggestive. I apologize for being thus 
personal, but it is the only way I can 
be specific, and I take it that is what 
you want. We realized that the insur- 
ance man was primarily interested in 
selling insurance for the payment of 
inheritance taxes. Therefore, we have 
on several occasions run advertising 
campaigns in the newspapers, empha- 
sizing that particular feature. Prior to 
the last one, we sent out press-proofs of 
the advertisements, gave them the 
schedule in the newspapers, offered to 
send them reprints with names on in 
such quantities as they desired, sug- 
gested that they use them during the 
period of the campaign and _ subse- 
quently in such literature as they sent 
out. The response was very gratifying, 
and over 5,000 of those inserts were dis- 
tributed. They play up the life insur- 
ance, and simply in the last paragraph 
make mention of our company. As soon 
as this was started it was very evident 





i that there was quite a response. Many 








outline of this class of insurance. 








This article by Herbert M. Morgan, assistant vice-president of 
‘the St. Louis Union Trust Company, gives an excellent survey of the 
development and selling value of life insurance for inheritance tax and 
trust purposes. While it was intended to explain the subject from the 
angle of the banker, it is equally applicable to the life insurance man. 
Mr. Morgan has covered the matter in detail and his suggestions for 
cooperation between banks and insurance agents are well made. He 
has presented many selling suggestions and given a comprehensive 











ness; and even what was more impor- 
tant, that the widow would be benefited 
by the sale and the immediate cashing 
in of her husband’s interests, and at a 
price that had been previously agreed 
upon. 

So we find that all the time new 
conditions are arising where insurance 
is desirable, provided it can accomplish 
the purpose desired, and of course that 
always involves an insurance trust. 
And so -we find that this relationship 
between the trust company and the in- 
surance is growing closer. 

We have all heard a lot of startling 
statistics from the insurance companies, 
showing what a large percent of insur- 
ance money is dissipated over a com- 
paratively short time, due to extrava- 
gance, to the advice of kindly disposed 
but uninformed friends on investment 
matters, to the lure of get-rich-quick 
concerns, and to the widow’s general 
lack of business experience. So after 
all, isn’t here where the big general 
appeal for insurance trust comes in? 
The husband, the father, the brother, 
pays out year after year money in pre- 
miums, often at a sacrifice. Sometimes 
this is all that is left of a very modest 
estate. He does that, feeling that he 
has a sacred responsibility to the wife, 
the child, the father or the mother. 
And yet, as we know, in thousands and 
thousands of cases, the whole object of 
this insurance has been defeated be- 
cause they did not have the foresight to 
safeguard this money. The insurance 
trust fits such a condition admirably; 
and, if it is flexible, as it should be, it 
enables the trustee in its judgment to 
encroach upon the principal. A case of 
sickness, a costly operation, a required 
change of climate, a protracted rest, a 
college course, a business training, a 
business opportunity, a chance to buy 
an interest in a business already estab- 
lished—these are but a few of many 
instances which come up and show the 
great desirability of such a flexible 


began coming into our institution ask- 
ing about it. 


Assistance Given 
to Insurance Men 


We knew that the insurance men 
were also working along these lines, 
because they began coming in to us, 
asking certain questions relative to the 
insurance trust. And so we sent out 
another letter, in which we said we 
would gladly go before their organiza- 
tions and tell them out of our experi- 
ence some of the real talking points for 
the insurance trust. All of the large in- 
surance agencies responded to this, and 
the smaller ones were covered in a sub- 
sequent meeting, which was a general 
meeting of all the companies. We were 
able to be of real help to them, for we 
gave them concrete examples out of our 
own experience, and permitted them to 
use them, as of course no names were 
divulged. We brought out the fact that 
in large estates, in our experience, there 
was very little life insurance. This was 
due, no doubt, to the fact that when 
the young man started out he felt a 
very definite responsibility to his fam- 
ily, and an insurance policy was taken 
out. As his business increased, as he 
propered, that need seemed to have dis- 
appeared. So in many cases no addi- 
tional policies were taken out. We also 
emphasized the fact that men of large 
means frequently kept comparatively 
small bank balances. This again was 
easily explained by the fact that it was 
good business to keep their money 
working, and that the interest from 
their own business and their outside in- 
vestments was sufficient, and that they 
had no need for such a balance to en- 
croach upon. 

In the case of smaller estates, we 
made the point that usually a man 
owned his house and his business, and 
how disastrous and how unfortunate it 
would be to the wife if a forced sale of 
either of those were required. We men- 

















NOT BE NECESSARY”— 








| “LIFE INSURANCE WILL 








When widows need not to toil for 
bread. 

When fortunes are never lost. 

When no one dies poor. 

When old age never brings depend- 
ence. 

When death obeys instead of com- 
mands, 

_ When orphans never lack the neces- 
sities. 

een success becomes the universal 
rule, 

When descendants are always sol- 
vent. 

When administrators never need for 
any money. 

When the millennium arrives. 
—W. P. Kent, Secretary North Ameri- 
can Life. 





tioned the New York listed stocks, 
showing how these would have to be 
sold on the market; that frequently they 
would be less than their real book value, 
and very often under what was origin- 
ally paid for them; or, if they were local 
stocks, frequently a local market nad 
little absorbing power, and even a few 
shares would send the stocks down sev- 
eral points; and how, in a close cor- 
poration, where the only ones interested 
in buying such stock would be those 
who were actively in the business, if 
they were so disposed and cash was 
needed, they could enforce a sale at a 
great sacrifice. Under the general in- 
surance trust, we pointed out, in addi- 
tion to what I have mentioned as its 
desirable features, the fact that there 
was an opportunity under these trust 
agreements to purchase securities and 
properties from an estate, if it was de- 
sired to pay out bequests or for a par- 
tial distribution in money. 

Life Insurance 

Personnel Improved 

The interesting development from 
this was that the insurance men appar- 
ently began to take a deep interest in 
trust service in general. My observation 
has been that the personnel of insurance 
organizations has improved tremen- 
dously in the past few years. Life in- 
surance is now attracting a type of men 
of education, of refinement, of polish, 
who see that they can intelligently and 
successfully solicit life insurance in its 
various phases. They are taking it seri- 
ously, and they are specializing in it, 
and they feel a sense of their responsi- 
bility, which goes further than the 
mere selling of insurance, to the con- 
serving of it as well, for they realize 
that this is also good business, in that 
if they can conserve the money for one 
they will be grateful in return and their 
comments to others will react to the 
salesman’s advantage. 

The good will of the insurance men 
is worth, as we know, a great deal to 
trust companies, for they are the ones 
who come in close personal contact 
with the clients for whom they are writ- 
ing insurance. I believe that they do 
appreciate this effort which trust com- 
panies are making in their behalf, and 
are reciprocating in every way that 
they can. I see no overlapping of our 
activities. It seems to me as though 
they are supplementary, and that the 
trust company starts where the insur- 
ance company leaves off. I believe this 
interest will continue and will grow 
stronger year after year, which will 
mean continuous growth and develop- 
ment of those two big agencies which 
are already such tremendous factors in 
the life of a country, in the conserva- 
tion of its wealth, and which are ren- 
dering a service that is of inestimable 
value. 
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Backing Up the Agent 


During the first six months of this year, 5,211 
Letters of Welcome were sent to new Guardian 
policyholders. 


Backing up the Agents’ efforts with a courteous per- 
sonal touch that strengthens the bonds of friendship 
between the policyholder, the Agent and his Company 
is just another example of Agency Co-operation as prac- 
ticed by the Guardian. 


If you want to know the whole story of what this Company is doing for 
tts field men, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
Home Office 50 Union Square, New York 














WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. The proposition we 
offer is unusual. Correspondence confidential. 











GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 














The 
Onto Nationa Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


E desire to negotiate with a high class man for the State of 

Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 
you in a big way. If interested address 


T. W. APPLEBY, 
Secretary. 











QUALITY INSURANCE—CHARACTER SALESMEN - 
Wanted—Specialty. Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal uipment, who is 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! in 
From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











INTEREST IN POSITION 
GIVE RIGHT OF REVOCATION 


Ruling of the Indiana Department 
Regarding Change of Beneficiary 
Causes Much Concern 


Life companies have been consid- 
erably interested in the recent ruling 
of the Indiana insurance department to 
the effect that all policies issued in that 
state must give the assured the right 
to change the beneficiary without the 
consent of the beneficiary. In other 
words, no policies must be issued with- 
out right of revocation of the benefi- 
ciary. Indiana has a law which reads 
as follows: 

“Changing Beneficiaries. Sec. 26. The 
insured in any such corporation shall 
have the right at any time, with the con- 
sent of such corporation, to make a 
change in his payee or payees, or bene- 
ficiary or beneficiaries, without requiring 
the consent of such payee or benefici- 
aries, provided such policy had not been 
assigned as security for a debt, or other 
legal consideration. (Burns’ R. S. 1914, 
Sec. 4703.)” 


Comment of Official 


A well known Indiana life company 
,Official in commenting on this law says: 

“Some attorneys hold that: this ap- 
plies to Indiana companies only and 
others claim that it applies to all those 
transacting business in this state. We 
have also a law in this state limiting 
those who may be made beneficiaries 
on account of relationship providing 
that no one may be made beneficiary 
further removed than first cousin. Of 
course this is a definition that no one 
has an insurable interest through rela- 
tionship who is further removed than 
first cousin. It would seem to me it 
would be pretty hard to demonstrate 
that even a first cousin has an insur- 
ablé interest due to relationship al- 
though we would probably grant such 
insurance if all the other conditions 
were favorable. 

“However, there are other insurable 
interests regardless of relationship and 
these are not affected by the law, such 
as creditors, the desire to endow a 
church or college, or business ‘inter- 
ests. This is not what is aimed at in 
the new regulation. What is aimed at 
in the new regulation is that the in- 
sured should at all times have the right 
to change the beneficiary. We have 
never been inconvenienced by this law 
for the reason that we have never found 
any demand for a policy without right 
of revocation of beneficiary, except that 
when a creditor insurance or business 
insurance is desired we issue the policy 
to the estate and then have the in- 
sured make an absolute assignment of 
the policy protecting the creditor or 
business interests or college or other 
institution for whose interests he de- 
sires to make provision.” 


C. H. Sandy’s Father Dies 


Charles H. Sandy, secretary of the 
American Mutual Life of McPherson, 
Kans., is receiving condolence from his 
many friends in the insurance busi- 
ness, over the loss of his father, W. 
B. Sandy. Mr. Sandy’s father died 
a few days ago. Charles*Sandy is also 
conencted- with the A. J. Shaw In- 
vestment-Company of McPherson. This 
is one of the largest hail insurance 
general agencies in the country. 


@ 
Wisconsin Agents’ Banquet 


The annual banquet of the Wisconsin 
field men of the Penn Mutual Life, 
Paul H. Kremer, general agent, was 
held in Milwaukee, Monday noon of 
this week. Al Voss, special repre- 
sentative of the agency, discussed “In- 
surance vs. Inheritance Taxes,” in the 
main address of the meeting. . 





DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








A Penn Mutual Premium, less a Penn Mu* 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 

















ACTUARIES 


pyrene F. CAMPBELL 


CONSULTING 
A ARY 


343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL, 

















ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








K J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, [OWA 








re C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








T J. McCOMB 
e COUNSELOR AT LAW 
. CONSULTING ACTUARY 


. Policies and all Lif 
The Law 


Specialt: 
eierea Bae OKLAHOMA CITY 


J H. NITCHIE 

. ACTUARY! 

1523 Association Bldg. 19S. LaSalle St. 
‘Telephone State 4992 * 








CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








Consuttine AcTuary 


Presse WITH INGTON 
402-404 Kraft Buildin 
Tel Walast 3761 DES MOINES. IOWA 











OHN E. HIGDON) Acteatiee & Examiners 
JGHN €: HIGDON ten te 




















